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THE HOME REINSURANCE PLAN 


panies’ Experience Shown in Insurance 5s Company Advise Members of Metropolitan’s 


Further Discussion. Offer. 


New York SUPT. EMMET INVESTIGATES MOVE 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


. x CASH CAPITAL, $3,000,000 
The subject of classified experience Assets, January Ist, 1912 


of the fire insurance companies in re-| [ jabjlities (including capital) 
lation to the rates charged for the| Reserve as a Conflagration surplus 


HARTFORD FIRE SHOWS FALLACY. 


Secretary of Order Said to Have Been 
Slated For Job After 
Absorption. 


New York Department’s Requirement 
of no Value in Study of Rates Says 
Company. 
$92,146,564 William T. Emmet, head of the New 
18 331.124 York insurance department has called 
1,800,000 | J- E. Kerr, secretary-treasurer of the 
13,815,440 | Assurance League of America to ac- 


different classes of business has been | Net Surplus over all liabilities and reserves 


much discussed since Superintendent of 
Insurance William T. Emmet of New 
York requested that the companies fur- 
nish their experience in this State ac- 
cording to certain arbitrary divisions. 


The matter is now in charge of a com- 
mittee of five commissioners. The 
Hartford Fire has taken up this matter 
and below gives its views of the value 
of the classification asked for: 

“Despite the experience and testi- 
mony of many of the ablest men in the 
fire insurance business, the belief dies 
hard that rates can be made from clas- 
sification tables. The fallacy of basing 
them on the classifications of a single 
State is recognized by many, but some 
say that if combined returns were made 
for all companies for the whole country 
then the rates for the various classes 
could be made to conform to the re- 
spective aggregate results. 

“In the State of New York the law 
charges the insurance superintendent 
with seeing that rates should not be 
discriminatory and that risks having 
substantially the same hazards should 
pay the same rate. By the adoption of 
detailed schedules it has, for some 
time, been the aim of the companies to 
reach this result, but the question has 
been asked whether rates in that State 
should be based on the general exper- 
ience of the companies as shown by a 
combination of their classification 
tables. 

“Many people are misled by a sup- 
posed analogy with life insurance 
tables. The latter afford mathematical 
accuracy for classification, whereas the 
tact that a certain class of fire insur- 
ance risks showed a certain result over 
a stated period is no guarantee that 
the same results will ensue in a period 
succeeding. If the superintendent of 
New York were called upon to say 
whether a planing mill under protection 
in Brooklyn, rated under the schedule, 
was written at a discriminatory rate, it 
is difficult to see what use he could 
make of the fact that the classification 
tables of all companies showed a cer- 
tain other rate resulted from insuring 
planing mills throughout Maine, Ore- 
gon, Michigan, Florida, and Louisiana, 
sections where varying individual con- 
ditions exist as to character of lumber 
treated and duration of supply, and 
where the physical and perhaps the 

(Continued on page 12.) 
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good men. 


W. C. BALDWIN, President 





T will pay the man who is a producer, or 

qualified to train agents, to write us to-day. 
Excellent positions to men of character and 
Good openings at this time in Penn- 
sylvania, Ohio and West Virginia. 
Write us. 


PITTSBURGH LIFE AND TRUST CO. 


HOME OFFICE, PITTSBURGH, PA. 


HOWARD 8. SUTPHEN, Director of Agencies 


We want 








count for sending out a letter to mem- 
bers advising ‘hem of an offer of rein- 
surance by the Order of the Golden 
Seal of Roxbury, N. Y., without men- 
tioning an offer by the Metropoli- 


tan Life, the contention of the super- 
intendent being that the members have 
a right to make a choice as to which 
proposition should be accepted, and that 
as an officer of the league, Secretary 
Kerr was duty bound to present both 
offers. That he did not do so seems to 
have been due to the fact that the Or- 
der of the Golden Seal proposed to 
maintain a separate office in New York 
City to handled the reinsured business 
and Kerr was slated for the job as 
manager. The Assurance League of 
America dates back to 1871, when it was 
known as the Jewelers’ League, and its 
membership is made up chiefly of 
working jewelers, most of whom are 
no longer young. Last winter it had be- 
come apparent that if the league went 
on under the existing plan the amount 
of the assessments would increase rap- 
idly within a few years, and an effort 
was made to rerate the members on a 
sounder basis. This involved paying a 
ccnsiderably higher premium or ac- 
| cepting insurance of a greatly decreased 
amount; in fact the increase for some 
oges was five times the rate formerly 
paid, and the amount was such, as 
pointed out in The Eastern Under- 
| writer at the time, the policyholders 
would pay the full face value of the 
volicy in premiums within a ten-year 
period. 
| Many of the members were unable 
| to pay the proposed increase, and they 
| protested vigorously against a decrease 
in the amount of insurance to which 
they believed they were entitled. The 
result was that many refused to accept 
any of several options offered them, 
}and the membership, which had al- 
ready declined from several thousand 
| to 1,675 last year, fell to 925 in April, 
|and is now said to be in the neighbor- 
|} hood of 600. Those who dropped out 
lost any future benefit from their insur- 
ance. 

A meeting of the members was 
|}called, at which Ludwig Nissen presi- 
| ded, and a committe was appointed to 
| see what could be done. Mr. Nissen is 
|a director in the Equitable Life, and he 
| obtained a proposal from it to take over 
| the business of the league. There was 
so much delay in considering it that the 
| offer expired by limitation, and the 
| Equitable would not renew it. The 
| offer was then obtained from the Order 
| of the Golden Seal, and in the meantime 
| Superintendent Emmet obtained a sim- 
ilar offer from the Metropolitan Life. 
Both proposed to take over the insur- 
io of the members of the league on 
the basis of the rerated options, and 
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about the only difference between them 
was that the Golden Seal plan con- 
templated the continuance of a sepa- 
ate office in this city in charge of Mr. 
Kerr. 

On Aug. 21 Secretary Kerr sent let- 
ters to the members of the league stat- 
ing that Supt. Emmet had submitted 
au offer from the Golden Seal and 
recommending its acceptance. The 
members were urged to express their 
approval not later than Sept. 1. When 
this came to the attention of Supt. 
Emmet he wrote to Secretary Kerr, 
noting that he had omitted any men- 
tion of the offer from the Metropolitan 
Life, and saying: 

It will be necessary, in order to 
convince the department of what 
the wishes of the majority of the 
members are in this matter of re- 
insurance, to have proper evidence 
submitted to us that all the facts 
concerning both the Metropolitan 
proposal and the proposal from the 
Order of the Golden Seal, have been 
submitted to your membership. No 
submission of this question which 
entirely omits any mention of one 
of these proposals could be re- 
garded as a satisfactory form of 
referendum, 

After some further discussion Super- 
intendent Emmet decided to take the 
referendum himself. Secretary Kerr 
says the members want to continue in 
a fraternai order, while Mr. Nissen 
says that every one he hag talked with 
prefers insurance in an old-line com- 
pany. Mr. Emmet, in submitting the 
question, indicates no preference on the 
part of the department, but in the re- 
port of an examination of the league 
made in April by Chief Examiner Dief- 
endorf the statement is made that “the 
wisest thing the management could do 
is to consent that all members paying 
adequate rates be reinsured in an old- 
line company, if possible.” It was fur- 
ther recommended that members who 
refused to change from the old rates 
should receive their equity in cash and 
drop their insurance. 

Felix H. Levy of 37 Liberty Street, 
counsel for the committee of members, 
said, in speaking of the matter, that the 
committee was in favor of the Metro- 
politan proposal. 

“Arrangements had been made,” he 
said, “for a conference between the 
committee and the officers of the league 
to take up the two offers, but before 
the time set for it Mr. Kerr sent out 
the letters seeking approval of the 
Golden Seal proposal without men- 
tioning the other. Inasmuch as the ef- 
fect of the circular would be to fore- 
stall the result of the proposed con- 
ference, the committee has announced 
that it feels justified in stating that it 
considers the Metopclitan ofier prefer- 
able to the other.” 

The result of the referendum taken 
by Superintendent Emmet will not 
necessarily be conclusive, but he de- 
sires to learn what the wishes of the 
members are before passing on the rel- 
ative merits of the two offers. 


ADOPTS HOME BUILDING PLAN 


'N CONNECTION WITH POLICIES. 








Metropolitan Life Issues Term Insur- 
ance for Home Purchasers—Con- 
tract Decreases In Amount. 





Life insurance policies on the term 
insurance plan are being issued by the 
Metropolitan Life in connection with 
the home building operations of a 
building concern. The plan is to have 
an initial payment of $750, although 
this need not all be made at one time. 
The balance of $4,750 is covered with 
a first mortgage of $3,250 for twenty 
years, and the second of $1,500 for 
twelve years. Payments of the first 
mortgage are made _ semi-annually, 
February 1 and August 1, and on a 
single house amount to $281.20 a year. 
Payments on the second mortgage are 
made quarterly, on the first of January, 
April, July and October and amount 
to $176.28 a year. Taxes and water 
estimated to cost $60, and fire insurance 
$5.50. 

If the purchasers of the houses wish 
the Company will issue and the builders 
will pay for what is called a single- 
payment decreasing term insurance 
policy. The face value of this policy 
decreases as payments on the mortgage 
are made, but it remains sufficient to 
meet the unpaid portion of the mort- 
gage, so that in case of death of the 
owner before twenty years, the mort- 
gage will be paid by the outstanding 
amount of life insurance. This insur- 
ance is optional; the purchaser of the 
house may take it or not as he pleases. 
He must pass a physical examination, 
and if he cannot do this, some other 
member of his family may be insured. 
If he does not want the insurance or 
cannot obtain it, the price of the house 
is diminished by a material amount 
and the mortgage is reduced by the 
same amount. 





AETNA LIFE TO WRITE GROUPS. 





Rates for Term Policies Have Been 
Prepared—Will Accept Groups of 
One Hundred or More. 





The Aetna Life is rapidly completing 
its preparations for writing group in- 
surance and has promulgated rates ior 
two term policies of life insurance in 
connection with the plan. In additio: 
to life business on the group plan the 
Aetna will also write group health and 
accident risks numbering one hundred 
or more. 

The life insurance is on the non-par- 
ticipating basis. Supplies are now bc- 
ing prepared and will soon be in the 
hands of agents. 





D. F. Broderick, examiner of life 
companies for the New York Insurance 
Department has resigned to become 
ckief accountant for the Standard 
Accident of Detroit. 





Great Southern Life Insurance Company 


HOUSTON, TEXAS 
BEGAN BUSINESS NOVEMBER 1, 1909 


Results accomplished in 
Thirty-one months end- 
ing May 31, 1912: 


Outstanding insurance 
ee ee $13,000,000.00 
1,220, 471.38 


Surplus to Policyholders, 994,867.42 


Applications received 
during first five months 
OF 1912, .. 0.00. -cscee- $4,000,000.00 


FOR AGENCY CONTRACTS ADDRESS 


0.S.CARLTON, Vice-Pres., Houston, Tex. 





J. S. RICE 
President 














The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders ? 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things’’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 














LEST YOU FORGET 


Be 
MUTUAL LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 





GAN YOU BEAT IT? 


LOW RATES ; 
EXCELLENT DIVIDENDS 





ON ONE SIDE | And to Cap the Climax | ON THE OTHER SIDE 
MARGESerrs company | AN INCOMPARABLE, | Live acENcy ° 
in | in | 


RUSHING BUSINESS 





WILLIAM N. COMPTON, General Agent 
ST. PAUL BUILDING 220 BROADWAY, NEW YORK 
TELEPHONES: 6030, 6031, CORTLANDT 











STRONG POINTS ¢/f The Germania Life: Insurance Company 


Assets: $46,786,131.91 


Liabilities : $40,259,380.22 


Surplus and Dividend Funds: $6,526,751.69 


is unexcelled. 








Attractive Territory 


DIVIDENDS 
POLICIES 


Insurance in Force on the Paid-for Basis: over $132,000,000. 


A COMPANY 


whose conservative management in the interest of its policyholders 


increasing yearly for the past eighteen years. 
containing all up-to-date features including “Disability Clause.” 


The Company That Live Men Will Select 


available under 
direct contracts. 


ADDRESS: Home Office, 
50 Union Square, New York 
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UNIQUE AGENCY CONTEST 





American Central Life to Stimulate 
Effort for the Prevention of 
Lapses. 





One of the first letters sent out by 
the new president of the American 
Central Life, Herbert M. Woollen, an- 
nounced the inauguration of a contest 
the basis of merit in which is the 
persistency of business written. Mr. 
Woollen contends that the number of 
policyholders who deprive their families 
of protection after having paid one 
premium is too high—the lapses being 
wasteful to company, agent and in- 
sured. A lapsed policyholder can 
scarcely be expected among the boosters 
of life insurance, so that President 
Woollen believes an agent’s standing 
should not be judged from the amount 
of business written, but rather on the 
persistency of the amount secured. 

Features of Contest. 

The features of the contest as out- 
lined by the Company are given here- 
with: 

Each agent who, during the calendar 
year 1911, paid for more than $10,000 
of business personally produced by 
him, shall be entitled to participate in 
this contest, the rules of which are 
as follows: 

First.—Each agent’s “debit” will be 
the amount of new insurance paid 
for during the year 1911 and personally 
written by him, business written by 
more than one agent being pro rated 
equally. 

Second.—The object of the contest is 
to cancel this debit by securing the 
payment of the annual premiums for 
the second policy year under these 
policies in eash. 

Third.—The agents participating shall 
be divided into four classes according 
to the amounts of their debits. Class 
“A” will contain those whose debits 
are in excess of $75,000. Class “B,” 
those whose debits are in excess of 
$30,000 and not greater than $75,000. 
Class “C,” those whose debits are in 
excess of $20,000 and not greater than 
$30,000. Class “D,” those whose debits 
are in excess of $10,000 and not greater 
than $20,000. 

Fourth.—There will be two prizes in 
each class. The first prize will go to 
the agent showing on February 28, 1913, 
the largest percentage of his debit 
cancelled by payment in cash of the 
annual premiums for the second policy 
year. The second prize will go to the 
agent having the next largest percent- 
age of such cancellation in his class. 

Fifth.—The first prize in each class 
will be a solid gold watch fob suitably 
inscribed, and the second prize will be 
a solid silver watch fob suitably in- 


scribed. This is a contest for honors. 

Sixth.—Each month the Company will 
send to each contestant a list showing 
the standing of the contestants in his 
class at the close of the preceding 
month. The relative standing in these 
monthly lists will be based on the 
percentage of business the second an- 
nual premium on which is due and 
which has been in cash. For 
example, in Class “A” an agent’s debit 
may be, for the contest, $100,000, while 
up to July 31, 1912, the second annual 
premium on »$50,000 of this business 
may have become due and premiums 
on $45,000 thereof paid in cash, this 
contestant’s tage standing in the 
list for July 31, 1912, would then be 
90 per cent. The percentages of the 
respective contestants will not be 
shown in these monthly statements, 
merely their relative standing being 
given. 

Seventh.—On account of the unique 
character of this contest and since the 
company has previously carried through 
n> similar contest, it reserves the right, 
in case any of the above rules a) 
in practice, grossly inequitable, to 
modify them. 





NORTH AMERICAN LIFE MOVING. 


Notifies Stockholders of Decision to 
Locate Home Office at Chicago— 
Arrangements Completed. 








Notice by publication was given last 
week to the stockholders of the North 
American Life of Newark, that at a 
meeting of the directors a resolution 
was adopted calling for dissolution. It 
was further explained that the notice 
was the final requirement in the plan 
tu move the main office of the concern 
to Chicago, as the transfer of the assets 
of the company to that city had already 
been made, after securing the sanction 
oi the insurance department. 

This action was the culmination of a 
decision reached by the management of 
the company several months ago. Pub- 
lication was given to that intention at 
the time steps were taken preliminary 
to the dissolution of the New Jersey 
charter, and acquiring one under the 
laws of Illinois. 

The North American was incorpo- 
rated under the laws of New Jersey in 
1907. Its home office at Park Place, 
Newark, has been practically dis- 
mantled. A small office is still main- 
teined, which will be the WBastern 

ranch of the company, under the 
charge of Albert Schurr, the third vice- 
president, and one of those most active 
in its organization. 


The company sought a new charter 
in Tilinois, because a great amount of 
its business came through the West 
and a large share of its investment was 
there. The officers felt that they would 
be much more advantageously located 
in Chicago under these conditions, and. 
+ oa aga had taken out a charter 
there. 


COLORADO LOAN RULINGS 


FAVORABLE TO POLICYHOLDERS. 








Ansurance Department Says Interest 
Rate is Optional With Company— 
Notes as Premiums. 

Deputy Insurance Commissioner Ed- 
win Storkey has given out the following 
interesting ruling as to loans in Colo- 

rado: 

The Colorado Insurance Department 
having received a number of inquiries 
relative to the various phases of life 
insurance companies making loans in 
connection with their regular business 
in Colorado, has decided to make a 
formal ruling for the guidance of all 
companies licensed in the State. 


The inquiries have come in and the 
rulings are made in the light of Section 
3136 and 3138 of the 1908 Revised Stat- 
utes of Colorado, which prohibit rebat- 
ing and discrimination providing a pen- 
alty therefor, as well as providing a 
penalty for accepting the rebate. 


A number of authorized life insur- 
ance companies are making loans upon 
Colorado real estate, thereby helping in 
the up-building and extension of unde- 
veloped resources in this State, partic- 
ularly making loans in the newer irriga- 
tion sections which are in need of this 
kind of assistance. 


The department recognizes the law 
and stands squarely for its enforce- 
ment, yet would hesitate to make a rul- 
ing without giving proper study and in- 
vestigation, which if erroneous might 
seriously interfere with the development 
so much needed in our resourceful 
State, yet we are mindful of the Statute, 
as aforesaid, which prevents discrimina- 
tion and insists upon its enforcement. 


Inquires Received. 

Some of the inquiries are as follows: 

1: Is it lawful for life insurance 
companies to take notes for future pre- 
mium payments and secure same by deed 
of trust or mortgage upon real estate? 

2: Is it not discrimination when an 
insurance company offers to loan its 
policyholders money on real estate se- 
curity at 7 per cent. per annum interest, 
when they require 8 per cent. interest in 
making loans to those not insuring with 
them? 

3: Can life insurance be combined 
with the business of making loans upon 
real estate? 

4: Can loans be made upon inade- 
quate security merely for the securing 
of life insurance business? 

5: The department is advised that 
frome companies are making loans as 
above outlined, and inquiry follows 
from one company, if it may be so 
allowed? 

Ruling of Department. 

The rulings of the department on the 
foregoing questions are as follows: 

lst: We see no objection to a com- 
pany securing premium notes by deed 
of trust on real estate for future pay- 
ments, provided there is a provision in 





the application and in the notes that 
said notes will be cancelled in case of 
death of the member or any other cause 


which would cancel future premium 
payments. The notes for future pay- 
ments to be without interest until me- 
turity. 

2nd: This department cannot con- 
trol the rate of interest charged on real 
«state loans, and as we believe the act 
in the 1908 Revised Statutes prohibiting 
discrimination or rebating, applies as 
between policyholders and if a company 
charges a non-policyholder 8 per cent. 
interest on a loan and offers a policy- 
holder money at 7 per cent on good se- 
curity, it is not discrimination, as the 
non-policyholder would have no stand- 
ing under the Statute referred to. 

3d: Life insurance written must not 
be conditioned upon the loan. 

4th: The security to the loan must 
be adequate, and the loan independent 
of any condition in the policy. 

5th: All companies admitted to Col- 
orado, whether foreign or domestic are 
upon uniform basis. 





SELLING TERM INSURANCE. 





Best to Point out Undesirable Features 
of Policy at First if Conversion is 
Desired. 





The man who wants term insurance 
and nothing else is often a great prob- 
lem to the life agent and he is usually 
puzzled as to how to satisfy him and 
yet hold him against the time which 
will surely come when he will want an- 
other kind of protection. On this sub- 
ject The Prudential Record gives some 
excellent advice: 

The agent who fails to point out to 
his prospect for term insurance every 
undesirable feature of that contract, 
says the writer, stands little, if any, 
chance of converting it. It is the agent 
who begins laboring with the new 
term policyholder the day the policy 
is issued who frequently returns that 
policy to the home office on that same 
day and promptly places permanent 
protection in its stead. The prospect 
who is determined to buy term insur- 
ance should be so thoroughly posted 
by the agent at the time of sale that 
he will be receptive to good arguments 
favoring permanent insurance, not only 
when the original contract is delivered, 
but throughout the conversion period. 
Term policyholder should be inter- 
viewed on numerous occasions. If the 
company issues a new folder or circular 
advising you of a new concession, or 
issues a new policy, sends you its 
annual statement, or places in your 
hands something of interest to you or 
your client, get in touch with him 
instantly, and in person. Don’t write, 
don’t phone and don't circularize. Men 
like to feel that they are not forgotten 
after they have shown sufficient con- 
fidence in you to buy insurance—even 
term. The enterprising agent can find 
enough good matter in the company’s 
regular issues to warrant calling upon 


(Continued on page 6.) 





~ STRENGTH OF 
GIBRALTAR 


iF 








FORREST F. DRYDEN, President 


A NEW POLICY 


The Prudential is issuing a New Intermediate 
policy for $750. Cost low—benefits 
high—every item guaran- 

teed. Investigate it. 


AGENTS WANTED 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Founded by JOHN F. DRYDEN, Pioneer of Industrial Insurance in America 


Incorporated as a Stock Company by the State of New Jersey 


. 


Home Office, NEWARK, N. J. 
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PLAIN TALK ON FRATERNALISM 


EKERN SPEAKER AT CONGRESS. 








Tells National Fraternal Gathering the 
Only ‘Basis for Sound Insurance Is 
Adequate Rates. 





Before the annual convention of the 


National Fraternal Congress at Mack- 
inac Island, Mich., last week, Insurance 
Commissioner Herman L. Bkern of 
Wisconsin, gave some straightforward 
advice on the question of sound life 
insurance and told the members of the 
Congress that the only way they could 
attain this result was by adequate rates 
and reserves and he advised complete 
publicity in all the affairs of the fra- 
ternal societies. Commissioner Ekern 
said in part: 


The Most Serious Error. 

“Perhaps the most serious error has 
been the failure or the part of the 
societies to distinguish between what is 
a charity and what is a contract right 
on the part of the member constituting 
real insurance, It it with the latter 
that the departments are concerned in 
their supervision of the business of 
fraternal] societies. The courts long 
ago ceased to make any mistakes in 
this respect and have unanimously held 
societies giving contracts rights to their 
members to the strictest fulfillment of 
the obligation, and have frowned at any 
attempt at the reduction of the benefit 
in any form. Nor do members loox 
upon their contracts as merely entitling 
them to charitable aid in the discretion 
of managements of societies, and they 
would not tolerate for a moment a suzg- 
gestion that their contracts could not 
be enforced in the courts.” 

In speaking of the cost of carrying 
the insurance, Mr. Bkern declared that 
in the past many sophistries had con- 
tributed in making fraternals believe 
that they could carry on business at 
less than adequate rates. He declared 
the problem of adequate rates was one 
which only the members could solve. 

Basis of Sound Insurance. 

Mr. Pkern, however, said it lay with 
the managements to acquaint the mem- 
bers with the real facts and teach them 
the real meaning of insurance reserves. 
He said: 

“One fundamental principle under- 
lies all sound life insurance. It re- 
quires that for each year each insur- 
ance shall be credited with his benefit 
contribution and interest, and be 
charged with his share of the death 
claims, and that the balance be carried 
to his credit. It further requires that 
at his death his insurance shall be paid 
in part from such credit, leaving only 
the difference to be paid from current 
death claims contributions as the net 
death loss of the society. This is ex- 
actly what is done in the case of the 
insurance upon adequate reserves. 

Determining the Credit. 
“By a simple actuarial calculation, it 


is quite possible to determine the share 
of the accumulated assets which may 
fairly be apportioned as the credit of 
each member from his over-payments, 
and thereafter the credits and charges 
can be carried forward on the basis of 
the assumptions of the mortality and in- 
terest or on the basis of actual ex- 
perience. If this be done, it only needs 
the addition of a provision that after 
the accumulation is exhausted the bene- 
fit contribution of the member shall not 
be less than annually required for his 
cost of insurance or share of current 
death claims, to place every. certificate 
at once upon an adequate basis so far 
as meeting the future liabilities is con- 
cerned. This makes possible the car- 
rying of any member on his former 
rate so long as any accumulation re- 
mains to his credit. It thus avoids 
bringing the shock of re-adjustment to 
all the members at one time, Such 
provision would also permit members 
having no accumulation, but who felt 
that they have only agreed to pay their 
share of current death claims, to con- 
tinue to do so.” 

In conclusion Mr. Ekern demanded 
greater publicity of the affairs of fra- 
ternal societies so that each member 
may know exactly how his payments 
ere distributed and exactly how his in- 
surance cost is expended, 





COMPLIMENTS AM. CENTRAL. 
Indiana Auditor Officially Commends 
Standing and Methods of the 





Company. 
Hon. W. O’Brien, auditor and ex- 
officio insurance commissioner of 


Indiana, under late date, addressed the 
management of the American Central 
Life of Indianapolis, complimenting 
them upon the standing of the Com- 
pany as disclosed in a _ searching 
examination of its affairs. 

Auditor O’Brien’s letter reads: 

“I have before me the report of the 
gentlemen who have just completed a 
thorough and exhaustive examination 
of your company on behalf of this de- 
partment. 

“I am informed by my examiners 
that they were given by your officials 
and employes all assistance desired and 
every opportunity to cover any point 
that could be raised in a careful 
examination. 

“It is gratifying to me that this 
report shows your company to be in 
such excellent condition. Its records 
are full and complete, and any infor- 
mation desired is easily obtainable 
therefrom. Its investments are of a 
high-class and produce good returns. 

“The management is efficient and 
imbued with the seriousness of its 
responsibilities. 

“In view of your company’s present 
condition and the carefully considered 
plans adopted for its future conduct, I 
can see every reason why it should 
continue to stand for what is best in 
life insurance.” 











“ Pre-eminence in Benefits to Policyholders” The Watchword. 


THE MUTUAL LIFE 
Insurance Company of New York 


Paid to Policyholders in 1911....................... $57,353,726.13 

Received from Policyholders in 1911............. 55,582,183.20 

Excess of Payments over Receipts............. $1,771 ,542.93 
PAID DIVIDENDS IN 1911 
$13,631,857.73 

APPORTIONED FOR DIVIDENDS IN 1912 
$15,146,685.72 
MUTUAL LIFE AGENTS MAKE MOST MONEY 


BECAUSE 
MUTUAL LIFE POLICIES SELL MOST FREELY 
For terms to producing agents, address 


GEORGE T. DEXTER 


2nd Vice-President 
34 Nassau Street New York, N. Y. 




















Incorporated 1851 


BERKSHIRE 
Life Insurance Co. 


PITTSFIELD, MASS. 


W. D. WYMAN, President 


cr National 
Life Insurance Co. 


of 


Lynchburg, Va. 





‘“‘The most progressive, 
conservative Southern 
Company.”’ 


Its policies which are issued 
at low rates, contain 
many liberal 
privileges. 


Correspondence Invited 
W. S. WELD 


Superintendent of Agencies 





AGENTS WANTED 
in Virginia, North Carolina, 
South Carolina, Georgia, and 
Texas. 























Every Month a Record Month! 


Each month of this year has given a fine gain in new business over the same 
month in 1911. Never were the policies of this Company as easily sold as now. If 
this rate of increase continues, 1912 will pile up a total of new business far exceeding 
that of 1911—our record year. 

Popular policies, low premium rates, large dividends, Massachusetts prestige, 
and Massachusetts Mutual far-spread reputation, at the command of a well-organized 
agency force that is backed by progressive Home Office management, are the cause 
of this satisfying prosperity. 

We occasionally have a general agency opening. 

JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASS. 
INCORPORATED 1851 





Why our Net Premium Rate Is Lowest of All 


Study these figures (from the Spectator) and you will have one of the reasons why 
the Union Central insures at lowest cost to policy holders. 





Interest earned (gross) 


Union Central 


Nearest Competitor 
Average 28 leading companies 


Average 
1892-1911 1911 
6.52% 6.30% 
5.34% 5.63% 
4.76% 4.79% 


If the 24 other companies had earned during 1911 interest at the same rate as the Union Central, 


their earnings would have been $56,841,222 more. 


The reason for this high rate of interest earned by 


the Union Central is that 80% of its investments are first mortgages on improved farm lands—recognized 
by authorities as the safest, most profitable investments that can be made. 


“It pays to work for the Union Central” 
For open territory address Jesse R. Clark, Pres. or Allan Waters, Supt. of Agents 


The Anion Central Life Insurance Company 


OF CINCINNATI 


“‘Net Premium Rate Lowest of All’’ 
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HERBERT WOOLLEN PRESIDENT 


NOW HEADS AM. CENTRAL LIFE. 





Field Force Makes September “Wollen 
Month”—Company’s Excellent Con- 
dition Shown by Examination. 


The directors of the American Central 
Life Insurance Co. have elected to the 
presidency of the Company, Herbert 
M. Woollen, son of the late president 
Milton A. Woollen who died recently. 
This action was expected, for Mr. Wool- 
len has, as vice-president, borne the 
executive responsibility of the Company 
for some time past during the prolonged 
illness of his father. As a tribute to 
the new chief executive the field sta‘f 
decided to make September ‘‘Wool- 
len Month” and are sending in pledges 
for a volume of business that will make 
this month the largest in the Com- 
pany’s history. 

President Woollen has had a broad 
experience and responsibility with the 
American Central Life. He joined the 
Company in 1904, and after preliminary 
training became assistant medical 
director, then secretary and for the 
past year and a half he has been vice- 
president. 

President Woollen has always been 
very popular with the field force of 
the Company and when the $100,000 
Club was cruising in the Lake country 
as guests of the Company, it was voted 
tc make September “Woollen Month” 
in honor of the then vice-president. 

The American Central is in excellent 
condition as shown by the examina- 
tion just completed by the Indiana 
department. The company’s financial 
condition on January 1, 1912, was found 
by the examiners to conform exactly 
with the annual statement submitted 
by the Company. The total income 
during 1911 was $1,063,426.90, of which 
$246,602.48 was from new premiums 
and $650,636.52 from renewals. During 
the year there was paid to policyholders 
or their beneficiaries $302,292.98, the 
tctal disbursements being $752,417.69. 

The total admitted assets are shown 
to have been, January 1, 1912, $3,202,- 
123.44, over a million and a half being 
invested in first mortgage loans— 
$1,540,513.57 to be exact. The home 
office building was put in by the ex- 
aminers at $448,345.39, which is con- 
sidered a very conservative valuation. 
The net present value of all outstanding 
policies, December 31, 1911, as com- 
puted by the Indiana Insurance Depart- 
ment, was $2,726,453.54. The capital, 
$137,000, remained unchanged, and the 
surplus over and above all liabilities, 
after allowing nearly $30,000 for con- 
tingencies, was $257,592.59. These 
figures indicate well balanced financial 
strength. 








SUPT. EMMET IS OPTIMISTIC. 





In ‘Interview, ‘New York’s Superintend- 
ent Says Life Insurance Is In 
Excellent Condition. 





In a recent interview in the New 
York Times, Superintendent of Insur- 
ance William T. Emmet of New York, 
spoke in high terms of the present 
conduct and condition of the life insur- 
ance business. He said in part: 

“There have been so many changes. 
for the better that it, would be im- 
possible to catalogue them, and not 
cnly the public, but the companies have 
gained thereby. For the first two years 
after the upheaval the New York com- 
panies suffered because of the facts 
which had been brought out, but now 
the public has regained its confidence 


in them, and rightly. The great com- 
panies are now all trying to conduct 
their business, not only in accordance 
with the letter of the law, but in ac- 
cordance with its spirit, and the result 
is that four of them are now writing 
almost as much, if not quite as much 
insurance, as thé statutes will permit. 
No better evidence of renewed confi- 
dence could be offered. 

“Competition is along proper lines 
under the new regime, and results in 
giving the policyholder the best insur- 
ance for the least money; it often not 
only gives insurance according to the 
contract, but gives social and other 
service to the policyholders without 
we ess 

“The personal relations which the 
officers of the great companies are try- 
ing to establish between the companies, 
their agents, and their policyholders, 
ere all to the benefit of life insurance 
and the welfare of the community. 
Policyholders are daily becoming more 
attached to the companies with which 
they are doing business, better satis- 
fied with their treatment, more inter- 
ested in the company management. 
The personnel in the agency field has 
been enormously improved by the fact 
that the companies are no longer per- 
mitted to pay extravagant commissions 
and make lurid contracts. 

“The co-operation with the companies 
of the insurance departments of the 
various States and the various associa- 
tions of life underwriters has revo 
lutionized the standing of the life in- 
surance agent. Men who now sell life 
insurance are proud of their calling, 
and in consequence they are no longer 
looked upon as nuisances. Becoming 
self-respecting, they have become re- 
spected. The profession of selling lifs 
insurance has been recognized as on# 
of the most honorable. * * * 

“The companies in general are now 
in fine financial shape, their funds be 
ing treated in most cases as trust 
funds should be treated. * * * 

“Periodical examinations of the af- 
fairs of companies under the control of 
the Insurance Department are infinite- 
ly more thorough than they were in the 
days before the Armstrong investiga- 
tion. The companies are examined 
every three years, and in the case of 
the great companies this means the em- 
ployment of a large corps of experts 
for many months. Every investment is 
vot only accurately reported to us, but 
is absolutely verified as to its value, 
stability and legality. Each detail of 
the company’s office organization is 
passed upon by experts qualified to 
decide whether or not the management 
and operation are in accord with modern 
ideas and efficiency. The salaries of all 
important officials are scrutinized. In 
short, there is nothing about the great 
insurance companies which is not 
known to this department after our ex- 
aminations are completed, and the full- 
est publicity is immediately given to 
what we ascertain. * * *” 


SCRANTON LIFE TO BUILD. 








To Erect Modern Office Building— 
Celebrates Fifth Birthday by 
Declaring Dividend. 





The Scranton Life Insurance Co. was 
just five years old on August 20, and 
the Company celebrated by declaring 
a semi-annual dividend of three and 
one-half per cent. and also by an- 
nouncing its intention to build its own 
home office which will be a modern 
twelve-story office structure. The Com- 
pany has made excellent progress and 
the acquisition of its own home office 
building will afford needed facilities for 
its present rapid progress. 








A COOD OPENING 


PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New Yorle City. 








SCRANTON 


Bre 


Has work for every good life agent in this 


territory. 


New Policies---Renewal Contracts 


—BOTH LIBERAL——— 


The more the merrier. 


J. B. DOCHARTY, Jr., Agency Director 


Colonial Trust Co. Bldg. -~— - 


Reading, Penna. 











Life Insurance and Texas 





JAS. A. STEPHENSON, President 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 


More than a hundred thousand suitable subjects in 
the state are uninsured, and several times that number 
inadequately insured. We want ten or a dozen more good 
fleld men to tell them about the Southland Life. Address—- 


DALLAS, TEXAS 








1850 


1912 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in life insurance or not, may make direct contracts with this 
Company, for a limited territory if desired, and secure for themselves, in addition to first year’s com- 


mission, a renewal interest insuring an income for the future. 


Office, No. 277 Broadway, New York City. 


FINANCE 


COMMITTEE | WILLIAM H. PORTER, Banker 


JOHN P. MUNN, M. D., President 


(CLARENCE H. KELSEY, Pres. Tithe Guarantee and Trust Co. 
EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bas, 


Address the Company at its Home 








Insurance in Force 
Over $14,000,000 


Increase in Surplus in 
Two Years Over $50,000 


GUARANTEE LIFE INSURANCE CO. 


HOUSTON, TEXAS 


An excellent proposition awaits a few live managers 


Write 


who can produce the business 


the Home Office at Once 











ACT WHILE OPPORTUNITY CALLS 


COME SOUTH AND PROSPER 


JOIN FORCES WITH A SUCCESSFUL COMPANY 


An agency connection with the largest and most progressive Southern Life Company 


THE STATE MUTUAL LIFE OF GEORGIA 


assures success to the agent who will work, because he has behind him a company of 
stability, he has before him the most fertile insurance field to-day, and he is armed 
with the most modern and attractive policy contracts on the market, including 
Monthly Income, Guaranteed Premium Reduction, etc., carrrying new features such 


as Total Disability and Double Indemnity. The rates are lower and the contracts 
more liberal than those heretofore issued by the company. 
Our agency contracts are qn innovation in life insurance 





The 


basis is seientifient 


ealeulated so as to give the agent all the business will stand 


STATE MUTUAL LIFE INSURANCE COMPANY 


JOHN W. MADDOX, President 


-~- HOME OFFICE, ROME, GEORGIA -:- 


J. C. O’DELL, General Manager of Agencies 














This Company issues policies which grant the insured 
COMPLETE PROTECTION against all the adversities 


affecting life or health, and which provide Indemnity for 


DEATH FROM ANY CAUSE 


PERMANENT TOTAL DISABILITY 
DISABILITY RESULTING FROM ANY SICKNESS 





OR ANY ACCIDENT 
For Agencies Address 


The Columbian National Life Insurance Company 


BOSTON, MASS. 
ARTHUR E. CHILDS, President 


WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 
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TEXAS VITAL STATISTICS 


BIRTHS DOUBLE THE DEATHS. 





State Department Makes Interesting Re- 
port Showing Deaths by Ages and 
Other Information. 





The vital statistics report of the 
Health Department of Texas for July, 
is the most complete yet compiled: 

There were 4,364 births and 2,343 
deaths reported during the month; 2,021 
more births than deaths (almost twice 
as many); an increase in births over 
last month of 243 is shown, also an in- 
crease in deaths over that of June of 
184. Forty-five sets of twins are record- 
ed, thirty-nine sets being white parents 
and six sets to negroes. 

One set of triplets was born to white 
parents in Coleman county. 

The greatest number of deaths (520) 
reported for July were under the age of 
1 year. 

Sixteen persons lived past the 90 
mark. One white woman in Bl Paso 
reached the age of 110 years, 2 months 
and 7 days. And another, a former 
slave in Harris county, lived to be 110, 
and one negro “mammy” in Burleson 
county reached the age of 107; and an- 
other old negro man in Grayson county 
died at 105 years of age. 

Diarrhoea and enteritis (under 2 
years) with 212 reported, took first place 
as leading cause of deaths. Next came 
tuberculosis with 209 victims; thirty- 
seven deaths from pellagra were report- 
ed—twenty-nine white and eight colored. 

There were sixteen suicides, twentty- 
nine drownings, fifty-seven accidental 
deaths, five died from the effects of 
heat, lightning claimed one and twelve 
people were murdered. 

Deaths by Ages. 
A tabulation of deaths by ages shows: 
5 





CU Eh EE oes ob 09.06085,0 0 6 4e eee 20 
4, WS KS.” Beer recs 242 
From 8 to 10 years ........cseeees 60 
 . WB RS”, i eerernay: 146 
From 20 to 30 years .......sseeeee 270 
From 30 to 40 years .......cccccee 254 
From 40 to 50 years .......cccceee 194 
From 50 to 60 years .......csccces 182 
Prous GO G0 C0. FORTS oct cccsecivece 190 
Prom 7020 BO FORSS oc vccccsecces 150 
From 80.10 90 years .........e000. 76 
OVaE BP FOGG 506s sh cep arveeiaae 16 
CIN a 6 805.95 vaca we SNawexees 43 

ORI. os niipsb.win a wore oeia wtta ag wate 2,343 


The leading causes of disease are set 
forth as follows: 
Leading Causes of Death. 
Diarrhoea and enteritis (under 2 


WIMIEE pn nso 4.be5Xs adit anaes 212 
I oi ee ar eric 209 
Tll-defined organic disease ......... 114 
Te Ss ar eae ook bie oe 109 
Cause of death not specified ....... 104 
DES CNN 5 oo o.6<04 Sees ccucs 100 
NONE dc vias dec casoprieseacee 87 
EE Eee APE eRe Pr: 83 
Cerebral hemorrhage or apoplexy .._ 72 
Congenital debility, icterus and 

Or ee eer ae 72 
Other diseases of the stomach ... 53 
i ORT eS Oo RE 52 
Organic disease of heart .......... 49 
WEED (5.5 wp acccaeAdciusadabadka 42 
PR aceccGuvetesedvinieseekin 37 
Diarrhoea and enteritis (2 years 

aie Ney ee LER ay iow x) Fore 37 
Cerebrospinal fever ............0% 36 
SPR | 5 0.n.'4.04.5650 ne dbaceuebee ba 33 
Paralysis without specified cause .. 32 
CUD. 5540 vibks Cie RE ae eed oe 29 
Hernias, intestinal obstruction .... 28 





SELLING TERM INSURANCE. 





(Continued from page 3.) 
an old policyholder once a month at 
least. Keep reminding him that while 
he is under cover and the umbrella 
shields him from the present storm, he 
is still exposed to many unforeseeable 
dangers. Hammer away at the argu- 
ment that you covered him with term 
insurance only to secure him against 
a possible rejection, and can now change 
his premtum for him without the ex- 
posure or trouble of a new examination. 


In that one respect you have it “all 
over” the competitor with whom you 
wrestled at the start and who remem- 
bered what you sold. That fellow will 
“lay for’ your client from month to 
month in hopes of heading your man 
his way. Never leave a term policy- 
holder to shift for himself. Go back 
to him month after month. He has 
relatives and friends with whom you 
may labor, and you needn't let up on 
him until he gives the surrender signal. 

Agents who neglect term  policy- 
holders neglect their own personal 
interest, for it takes work, thought and 
time to land insurance of any form, 
and every agent is entitled to all the 
remuneration the _ transaction will 
stand. The agent who puts off the 
effort to convert a term policy till the 
expiration period will find, in many 
cases, that his early competitor, whom 
he whipped, has turned the table, 
closed your policyholder in a competing 
company and walked away with what 
would have come to you had you been 
up and doing. 





BARS DIVIDEND ESTIMATES. 





South Carolina Supreme Court Holds 
Them in Violation of Law—Mutual 
Benefit Contests. 


It is a violation of the law to circu- 
late estimates of dividends on life in- 
surance policies in South Carolina ac- 
cording to a decision by the State Su- 
preme Court which was handed down 
last week. The matter before the court 
was the Mutual Benefit’s “Accelerative 
Endowment Pian,” and it came up on 
the petition of the Mutual Benefit. 

Insurance Commissioner F. H. Mce- 
Master has taken a stand in the matter 
of life insurance literature which 
makes it difficult for the companies to 
set forth adequately in circular matter 
the full scope and significance of poli- 
cies. In the action the company sought 
to restrain Commissioner McMaster 
from interfering with the use in South 
Carolina of dividend estimates for 1912. 

On the wording of the law, the com- 
pany was held to be “in violation of the 
act of 1908.” This act provides that, 
“no life insurance company, or agent 
thereof shall issue, or circulate or cause 
or permit to be issued or circulated, 
any estimate, illustration, circular or 
statement of any sort, misrepresenting 
the terms o? any policy, etc.” Commis- 
sioner McMaster objected to the use of 
the circular in question because it gave 
“illustrations of the Accelerative En- 
dowment Plan (not guaranteed) based 
on dividends payable in 1912 on 3 per 
cent. reserve policies.” 

The effect is to handicap greatly any 
company, as in the case of the Mutual 
Benefit, which at the beginning of the 
year makes a material increase in its 
dividend schedules. It would be im- 
possible to give prospective policyhold- 
ers in South Carolina the benefit of 
advance knowledge as to dividends 
planned for the current year be- 
cause it would be against the law to 
circulate information about them. 
Early this year the Mutual Benefit 
made elaborate plans for materially 
increasing its dividend scale, and it was 
this information that it was giving the 
people of South Carolina and to which 
Insurance Commissioner McMaster ob- 
jected. 





Life and Casualty Consolidation. 





The North American Life Association 
and the North American Casualty Co. 
both of Minneapolis have consolidated 
and the new company will be known 
as the North American Life and 
Casualty Company. The consolidation 
was effected by changing the name of 
the North American Casualty Company 
to the North American Life and 
Casualty Company, and this company 
then reinsures the North Western 
Life Association, taking over fts poli- 
cies, The reinsurance was approved by 


Commissioner Preus. The officers of 
the two former companies were the 
same, and the consolidation means no 
change in managemept. v4.0 pee 





AXLE GREASE OF SUCCESS 


CHEERFULNESS AND POLITENESS. 





It’s a Great Lubricant—A Mental Atti- 
tude That Warms Others Toward 
You. 





A good brain, attention to business, 
and other qualities help to success— 
but they don’t go the whole distance. 
Many people make this mistake. They 
imagine that there is something weak 
or servile about politeness. They think 
that by being brusque they assert their 
superiority. There never was a greater 
mistake—particularly among life insur- 
ance men. The polite man is the 
strong man. Politeness is a demon- 
stration of physical force. The cheerful 
man igs the strong man. Feebleness is 
shown first of all in irritability and 
quick temper. 

In every undertaking you will find 
cheerfulness and _ politeness strong 
factors in your future. It is the cheer- 
ful clerk that pleases customers, the 
cheerful clerk that brings trade to his 
employer’s office or store and wins 
promotion. 

The same may be said of salesmen 
on the road—in fact of all men whose 
success depends upon being able to 
influence others. 

We all need help, sympathy and an 
uplift occasionally—and we receive it 
more quickly by extending the same 
to others. 

Gladstone was polite invariably, even 
in the fierce fights of debate, and his 
manner was the same when he returned 
the salute of a London cabby as when 
he spoke to the greatest men in Eng- 
land. The General von Moltke was as 
polite with the youngest officer and 
soldier as he was with the German 
Emperor. Our own beloved Lincoln 
was a synonym for kindness and con- 
sideration. It has been said that “a 
gentleman is a man who is always 
considerate of the feelings of others.” 

The man who is successful at winning 
friends and at moulding other people 
to think as he does usually has the 
qualities of cheerfulness and politeness 
to an eminent degree. They add to 
the joy of living—and to the profits of 
life insurance.—Thos. A, Buckner, vice- 
president New York Life in the com- 
pany’s Agency Bulletin. 





A New York business man 
recently went to a country 
bank where he was per- 
sonally unknown to bor- 
row a considerable sum of 
money on some farm land in the bank’s 
vicinity. The sum was more than the 
bank would loan on the property, but 
the man had many other business inter- 
ests that made him a desirable patron 
and a responsible borrower. The bank 
hesitated and finally declined with re- 
gret, saying that they knew he person- 
ally was thoroughly responsible, but it 
was the “general risk” involved. The 
man said: “Why, if you have confi- 
dence in me personally, the only risk 
would be my possible death, and in 
that event you would be even better 
secured for I carry life insurance equai 
to the total value of my present entire 
estate and outstanding obligations.” 
He got the loan, 


This Man 
Had the 
“Goods.” 








Home Life’s 
Prosperous 


Year 


—The fifty-second annual statement of the 
Home Life Insurance Co., of which George 
E. Ide is President, shows that the company 
has enjoyed a most presperous year in every 
department. The insurance in force on De- 
cember 31, 1911 was $105,047,760, against 
$100,214,965 December 31, 1910—a gain of 
$4,832,792 for the twelve months. Total assets 
of the company are reported at $26,377,420 
as compared with $25,025,299 on December 
31, 1910—the increase for the year thus 
amounting to $1,352,121. After the pay- 
ment of death claims, matured Endowments, 
&c., of $2,810,000, which also includes divi- 
dends to policyholders (more than $484,000), 
and after the addition of over $1,088,000 to 
the reserve fund, the surplus is increased by 
$68,832, and is now $1,863,494, over and 
above the sum of $2,435,269 which is re- 
served for deferred dividends.— 
“The Com’cl & Fin’cl Chron.”’ 1-27-12, 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








THE 
DUPLEX IDEA 


Is the Latest Insurance Discovery 


The Duplex Policy 








Is 
A DOUBLE BARRELLED TWO IN ONE 
INSURANCE CONTRACT 
AN INNOVATION. BEATS COMPETITION. 
EXCLUSIVE. ATTRACTS. 
GETS INTERVIEWS. BRAND NEW. 


The Only Company Which Has It Is 


RELIANCE LIFE INSURANCE CO. 


OF PITTSBURGH 
WRITE FOR INFORMATION. 





THE 























UNEXCELLED IN 
Favorable Mortality 
—AND— 
Economy of Management 
THE 


Provident Life 


AND Trust Company 


OF PHILADELPHIA 
Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 











DIVIDEND, 
taining P 


is unsurpassed for net low 
all members. 


THE 





a 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
urchasing a PENN MUTUAL POLICY, con- 
MUTUAL VALUES, make an INSURANCE 


PROPOSITION which in the sum of ALL ITS BENEFITS, 
cost and care of interests 





ENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to 
39% reserve 
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AMERICAN LIFE CONVENTION ON. 





Important Topics and_ interesting 
Speakers Make Up Program for 
Meeting In Chicago. 





The American Life Convention, com- 
posed of the leading younger life in- 
surance companies in the country, is 
holding. its annual gathering in Chicago. 
The meetings of the convention are 
always full of interest and profit and 
are largely attended. All companies, 
whether members of the organization 
or not are invited to be represented at 
the meetings. 

The program, a long and interesting 
one, is given over almost wholly to bus:- 
ness. There will be entertainment fea- 
tures for the ladies and also an auto- 
mobile ride for the men. 

Mayor Carter H. Harrison of Chicago, 
was scheduled to deliver the address of 
welcome from the City of Chicago, and 
Secretary O, J. Arnold, of the Illinois 
Life. for the insurance companies of 
Iinnois, at the Wednesday morning ses- 
sion, which was to convene at 10:30 
a. m. at the La Galle Hotel. Dr. 
Ambrose Talbot, chairman of the medi- 
cal section, Charles A. Atkinson, chair- 
man of the legal section, and A. M. 
Johnson, president of the ‘National Life, 
U. S. A., will respond. The president’s 
annual address, by P. D. Gold, Jr., first 
vice-president and general manager of 
the Jefferson Standard Life, will con- 
clude the morning session. 

Wednesday afternoon there will be 
but one address, on “The Expense of 
Getting Business,” by O. S. Carlton, 
vice-president of the Great Southern 
Life. This will be followed by discus- 
sion in executive session, which may be 
continued in to the evening, when W. C. 
Baldwin, chairman of the special com- 
mittee, reports on “Cost of New Busi- 
ness.” 

Thursday morning, Superintendent 
Fred W. Potter, ex-president of the In- 
surance ‘Commissioners’ Convention, 
will deliver an address on “Departmen- 
tal Supervision.” L. K. Thompson, presi- 
dent of the Northwestern National Life, 
after the discussion of Mr. Potter’s pa- 
per, will talk on “The Evolution of the 
Insurance Contract.” L. Brackett Bishop, 
president of the National Association of 
Life Underwriters will speak in the af- 
ternoon on “Training and Development 
of Managers and Agents” and W. C. 
Baldwin, president of the Pittsburgh 
Life & Trust, on “Sub-Standard Risks.” 
The Thursday evening session will be 
executive—“pot-pourri”—with J. C. Ri- 
heldaffer, secretary of the Southern 
States Mutual Life in the chair. 

Friday morning, B. H. Robison, presi- 
dent of the Bankers Reserve Life of 
Omaha, will read a paper on “The Frills 
and Furbelows of Recent Years,” and 
after discussion, the reports of officers 
and committees, the election of officers, 
and miscellaneous business will con- 
clude the business program. 

In the afternoon the seventy-five mile 
automobile ride will start at 2 o’clock 
and in the evening will be the banquet 
in the Louis XVI. room of the La Salle 
hotel. The speakers for the banquet 
were announced last week. Entertain- 
ment is provided for the ladies of the 
convention, the ladies of the Illinois 
companies acting as hostesses. 

The medical and legal sections will 
meet Tuesday. In the legal section, Dan 
W. Simms, generai counsel of the La- 
Fayette Life, will deliver the address of 
welcome. Hd. E. Yates, general coun- 
sel of the Kansas City Life, will read 
a paper at the morning session, and 
there will foilow a general discussion 
led by Helm Bruce, of the Citizens Na- 
tional Life. William E. Hutton, of the 
Capitol Life of Denver will address the 
section in the afternoon, the discussion 
to be led by H. B. Arnold of the Midiand 
Mutual Life. At four o’clock there will 
be election of officers and general busi- 
ness. The medical section will hear ad- 
dresses from Dr. Amand Ravold, of St. 
Louis; Dr. C. M. Rosser, medical direc- 
tor of the Sam Houston Life; Dr. BH. A. 
Babler, medical director of the Interna- 
tional Life; Dr. S. H. Baxter, assistant 





medical director of the Northwestern 
National Life, and Dr. C. Nauman Mc- 
Cloud, medical director of the Minnesota 
Mutual Life. 





TO INVEST IN FARM MORTGAGES. 





Equitable Life Plans to Place Large 
Sums in Western Territory 
This Fall. 





The Equitable Life will during the 
coming fall place large sums of money 
in Western farm mortgages. With the 
opening of agencies for this purpose 
in four or five western States, the 
Society wil begin one of the most 
significant experiments of the year in 
the financial field. Life insurance com- 
panies have in the past constituted a 
market for hundreds of millions of 
dollars’ worth of railroad and industrial 
bonds. The possibility that this great 
niarket may be closed in the future 
by a change in the major currents of 
investment is of prime importance. 
Diversion of the fiow of insurance 
company investment funds from rail- 
road bonds to farm mortgages would 
leave the railroads in a worse plight 
than ever, and the Equitable’s experi- 
ment will be closely watched. 

Whether the Equitable will expand its 
farm mortgage plans to absorb any 
considerable proportion of its funds for 
investment will depend on the profit 
shown by its venture on a small scale. 
Obviously this profit cannot be deter- 
mined until the Society has had oc 
casion to dispose of the mortgages pur- 
chased for the venture involves not 
only rate of interest, but safety of 
principal. ; 





McMASTER GETS HIS BACK UP. 





Because Mutual Life Takes Case to 
United States Court he Threatens 
to Revoke License. 





Insurance Commissioner McMaster of 
South Carolina, has threatened to re- 
voke the license of the Mutual Life be- 
cause, he alleges, it has violated the 
law in taking a suit it hag pending from 
the State court to the United States 
District Court. In a notice the commis- 
sion says: 

“Notice has been given me by plain- 
tiff’s attorneys in the case of T. P. 
Sims vs. Mutual Life Insurance Com- 
pany, New York, that you have removed 
same from the State court in which it 
was brought to the United States Dis- 
trict Court. This, therefore, is to cite 
you to show cause before me on Sep- 
tember 30, 1912, at my office in Colum- 
bia, 8. C., at 10 o’clock a. m. why your 
license should not be revoked to do 
business in South Carolina. The 
grounds upon which this ruling is is- 
sued are that you have violated the 
laws of this State, Sections 1784, 1785 
and 1786, Code 1902, which makes it a 
condition precedent to license to do 
business in this State that any action 
commenced in the courts of this State 
shall be tried therein. 





Drop Gibraltar Life. 

A receiver has been appointed for 
the Gibraltar Life Insurance Co. which 
was being organized at Indianapolis. 
The Company was incorporated with 
an authorized capital stock of $100,000 
about two years ago. The stock was 
divided into 10,000 shares at $10 a 
share. Oburn says W. J. Love, presi- 
dent of the Company, issued 1,000 
shares to himself and has not paid for 
them. 

The company has not written any 
insurance, as only about $7,000 worth 
of stock has been sold, it is alleged. 
Oburn says Love has issued no call 
for the election of. officers and that 
he has refused to let Oburn’s repre- 
sentative see the Company’s books. On 
account of the mismanagement and 
embarrassed condition of the Company, 
it is alleged, it will not be possible 
to dispose of the unsold stock. Love 


ASSIGNMENT OF LIFE POLICY. 





Assured May Make Valid Assignment to 
Another Having No insurable 
Interest in His Life. 





A decision has just been rendered 
in the United States Circuit Court as 
to the right of the assured to assign 
interest in an insurance policy on his life. 
It was the case of A. H. Grigsby, 
petitioner vs. R. L. Russell, et al., 
where the owner of a life insurance 


policy sold it for $100 to a third party 
having no interest in his life. The 


court holds as follows: 

“The holder of a valid policy of in- 
surance upon his own life may, as u 
matter of financial necessity, make a 
valid assignment of the policy to a 
person having no insurable interest in 
the life of the insured, in consideration 
of a small sum of money and an under- 
taking to pay the premiums due and 
to become due, and the assignee takes 
the entire interest in the policy, as 
against the personal representatives of 
the insured. 

“Life insurance has become in our 
days, one of the best recognized forms 
of investment and self-compelled sav- 
ing. So far as reasonable safety per- 
mits, it is desirable to give to life 
policies the ordinary characteristics of 
property. This is recognized by the 
bankruptcy law, section 70, which pro- 
vides that unless the cash surrender 
value of a policy like the one before 
us is secured to the trustee within 
thirty days after it has been stated, 
the policy shall pass to the trustee as 
assets. To deny the right to sell except 
to persons having such an interest, is 
to diminish appreciably the value of 
the contract in the owner’s hands. The 
collateral difficulty that arose from 
regarding life insurance as a contract 
of indemnity only (Godsall v. Boldero, 
9 East 72), long has disappeared 
(Phoenix Mut. L. Ins. Co. v. Bailey, 
13 Wall. 616, 20 L. ed 501). And cases 
in which a person having an interest 
lends himself to one without any, as 
a cloak to what is, in its inception, a 
wager, have no similarity to those 
where an honest contract is sold in good 
faith. 

“On the other hand, it has been de- 
cided that a valid policy is not avoided 
by the cessation of the insurable inter- 
est, even as against the insurer, unless 
so provided by the policy itself.” 





If your prospect wants 
Procrastina- to delay taking the in- 
tion. surance, give him the 
following facts: . Bight 
men in every hundred who make ap- 
plication for life assurance are rejected 
because they do not come up to the 
physical requirements. The majority 
of the rejected could have secured as- 
surance if they had applied in time. 
The principal cause of rejection was 
their delay, says the Travelers’ Record. 
The indecisive pause, the fateful in- 
ertia that has destroyed thrones and 
empires, is the same cause that is re- 
eponsible for the destitution of thou- 
sands of women and children whose 
husbands and fathers meant to assure. 
but did not, who could have assured in 
time, but didn’t. 








is asked to make an accounting of the 
money he hag received. 
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HINTS TO BUSINESS GETTERS 





It is common practice for 

A Sinking a firm or corporation to 

Fund. provide for taking care 

of its obligations as they 

mature through the:establishment of 
what is known as a “sinking fund.” The 
idea may be well applied to a man’s 
family or business obligations, says a 
pamphlet issued by the New York Life. 

All thoughtful men agree that a Cash 
Fund, i.e., a certain amount of money 
Jaid aside each year in a safe place for 
use only in advancing age, or to be 
drawn upon in an emergency is a de- 
sirable thing for any man, be he rich 
or poor, successful or otherwise. 

In order that this fund shall be abso- 
lutely safe and free from the danger of 
loss it must be placed in moderate in- 
terest-earning investments. It could 
not be invested in any sort of specula- 
tion without hazard. 

A fund of this sort, if persistently de- 
posited each year, will amount to a 
handsome sum in 20 years, and if such 
« plan were followed out by every man, 
or even by the majority, beginning in 
early life, the proportion of independ- 
ent and successful men would be 
largely increased. 

But it is a matter of common knowl- 


edge that a very small percentage of - 


money-earners are successful, even af- 
ter long years of hard work and effort 
at investment—the equivalent of say- 
ing that a still smaller percentage of 
men, if death intervenes, have any 
chance at all of leaving a substantial 
estate for their dependents. 

Most people realize the value of such 
». Sinking Fund, but they lack the con- 
iinuity of purpose necessary to carry 
it out. Swayed possibly by the very 
thought that death may interrupt their 
plans they hardly think it worth while 
to try. A Sinking Fund placed in one 
of the annual. dividend policies of the 
New York Life can be easily accumu- 
lated; it is not only safe, but it has 
the element of gentle compulsion which 
the other method lacks; it insures a 
larger profit in case of prior death, 
while if the person lives he has values 
guaranteed to him that will appeal to 
his thrift and foresight and his invest- 
ment sense. 

The family is protected with cer- 
tainty during the accumulation period; 
the value of such a contract at ma- 
turity can be taken either in cash, as 
an annuity, or in the form of paid-up 
insurance, several options being open 
to the choice of the insured at that 
time. 

s ¢s 


In the way of heartening 


Education and encouraging the life 
In Life insurance operators in 
Insurance. the field there are some 


things of great import- 
ance that are seldom, if ever, pointed 
out and dwelt upon. In the first place, 
tLanks to the enterprise and wise 
thoughtfulness of the leading compar- 
ies in providing all sorts of instructive, 
enlightening and stimulating literature, 
sclely designed to help their staffs, the 
members are given a fairly liberal edu- 
cation as to life insurance generally, 
also the special characteristics of the 
companies they represent—their ways, 
their methods, their desires, their poll- 
cies, their rates, their special points of 
excellence, etc. 

This system of education has gone 
op for years, ever improving in detali 
and ever enlarging in scope. The re- 
sult is that the life insurance men 
know more about their occupation to- 
day than they ever knew before; that 
they are better skilled, trained and edu- 
cationally equipped than ever before. 
And there is no question that in the 
meanwhile the personnel of the life in- 
surance craft has also undergone a 
great change for the better. With the 
uplift of the business has come an up- 
lift of the men engaged in it. The old 


order hag given place to the new; the 
“calling” or “business” of yesterday is 
to-day regarded and widely spoken of 


as a “profession.” Only a little while 
ago, as these columns bore witness at 
the time, a distinguished divine of Phil- 
adelphia said at a Prudential function: 

“If I had a son and had to choose for 
him a university education or a life in- 
surance profession, only one of which 
he could obtain, I should strongly in- 
sist that he take up tne life insurance 
profession. ‘No matter what other pro- 
fession or business a young man may 
afterward enter, he will find his ex- 
perience as a canvasser to be of con- 
tinual assistance.” 

It is the same everywhere. All over 
the land men of thought, eminent edu- 
cators and other competent authorities 
are agreed that life insurance, as it is 
now scientifically ordered and operated, 
is an occupation second to none in 
its lofty aims, noble beneficence and 
splendid achievements.— The Pruden- 


tial Record, 
* = . 


It is no cynicism to state 

The Pension the simple truth: Human 

Idea. selfishness is undoubt- 

edly the life insurance 

man’s greatest opposing force, the 

barrier he must break down before he 
can sell his goods. 

Commodities that the average sales- 
man handles, let them be automobiles 
or breakfast food, or any one of a 
million things in between, make their 
appeal to the selfish side of a man’s 
nature, 

Life insurance—that is most life in- 
surance—is largely a matter of self de- 
nial, a present personal sacrifice, that 
others may reap the gain. It’s a noble 
impulse. And let the truth be told, we 
who have given the best part of our 
lives to this work know that these 
noble impulses are not often self-gen- 
erated. Leave a man to his own good 
pleasure and he is not likely to buy 
life insurance. It shouldn’t be so but 


it is. 
How to interest him?—that’s the 
question. How to excite that impulse? 


The Q. C. Income Policy answers it 
as it has never before been answered: 
A policy that provides for him as well 
as for his dependents. Get the “you” 
into it and put it in capital letters.— 
“A LIFE PENSION FOR YOU.” 

There is a certain something about 
that word “Pension” that makes a 
strong appeal. It looms up as a bigger 
word every day. The pension budget 
of the U. S. Government alone has 
given it a deep meaning, and excited 
the envy of a lot of men who would 
like to have a pension but cannot. A 
new meaning has been given to it by 
the Old Age Pension Act of Great 
Britain. It has found a prominent place 
in Mr. Roosevelt’s recently uttered 
“Confession of Faith,” and we are told 
that Governor Wilson himself applied 
for a pension on leaving Princeton. 

The word is big, it is fraught with 
meaning, and it is peculiarly appealing. 
That’s why we have adopted it as an 
edvertising slogan. 

The new booklet, “A Life Pension for 
You,” and the blotters with the same 
eaption, are, we believe, the most po- 
tential life insurance advertisements we 
have seen in recent years. Rightly used 
we believe they will bring results. 

Talk “pension” for the next thirty 
days. Make it the opener for your can- 
vass. Note the difference in the atten- 
tion you get. So many people know life 
insurance, or think they do, that it 
doesn’t always excite an interest. Ap- 
peal to the selfish side of a man’s 
nature by dwelling upon the life income 
that he himself will get. 

Put these advertising helps to work, 
and see if their effect is not just a little 
different from the effect of ordinary in- 
surance advertising. 

And above all, keep us in touch with 
your experience along this line. Write 
us of your results, of the impressions 
you make with this new kind of appeal. 
We shall watch this with keen interest. 
—Fidelity Mutual Bulletin. 
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of the Union Central Life Insurance Company, offers 
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LAUDS WORK OF LIFE MEN. 





Lynchburg Daily News Makes Strong 
Editorial Endorsement of Busi- 
ness of Life Insurance. 





The Lynchburg Daily News in a re- 
cent issue paid a glowing tribute to the 
life insurance agent and his work. The 
editorial which bore the head “A 
Knight of High Enterprise” read: 

“In all seriousness, however, be it 
said, that perhaps no field of human 
activity provides larger opportunity for 
good works, than that in which the 
life insurance agent labors. 

“His mission is to relieve the other- 
wise helpless against the extremity of 
dire il fortune. While the busy man 
of affairs is at work in his office, the 
wife and children at home have a friend 
and zealous advocate in the life insur- 
ance agent. 

“All the earnest counselling that he 
addresses to the head of the family; all 
the noble and humane reminders to 
which he gives voice; all the force of 
the argument that he employs, are di- 
rected to the end that a widow shall 
not be left in want, nor fatherless chil- 
dren defenseless against the assaults 
of poverty. 

“The Minister of the Gospel urges 
preparation for death; the life insur- 
ance agent urges preparation for 
death—the one spiritually, the other 
materially in part and spiritually in 
part. For when a man takes precau- 
tion to leave his dependent ones suit- 
ably provided for, the spiritual side of 
his nature inspires as well as other con- 
siderations in the thoughtfulness he 
thus evidences for others, and the duty 
he has performed for others who look 
to him for protection in time of night 
and need, 

“And so the two callings in the nobil- 
ity of objective are somewhat akin, 
and together represent an essentially 
lofty phase of human service. True 
the life insurance agent receives com- 
pensation for his work, but so does the 
minister—so do all who labor in good 
and useful -allings. 

“Our hat is off to him, this knight of 
high enterprise, And our loftiest respec: 
goes out to him, for the limitless bene- 
ficence to the human family that his 
class is day by day producing, in ‘pro- 
ducing’ results out of insurance work.” 





THE PREVENTION OF LAPSES. 





To begin at the beginning, the best 
way to prevent lapses is to follow 
closely the rule of careful selection of 
risks in the canvass for new business. 
If the person canvassed is the right 


kind of person, that is to say, a person 
in good health, of good habits and able 
to pay the premiums, the chances are 
remote that such a one, when insured, 
will allow the policy to lapse. On the 
contrary, wise enough to see and to 
realize that the policy is a valuable 
contract and becomes more valuable 
the older it grows, the holder of it will 
not let it die unless compelled to do so 
by extremely adverse circumstances. 
Hence the great importance of making 
the original canvass thorough and com- 
plete. Business put upon the books 
that way seldom lapses. 


Another way to prevent abnormal 
lapsing—and that is all we are contend- 
ing for, it being admitted from the start 
that lapsing to a normal degree is to be 
expected as one of the unavoidable 
and, in the case of mortuary lapses, 
natural features of our business—is to 
keep as closely in touch with policy- 
holders as possible. Watched with 
care, any tendency on their part to 
lapse will be quickly discovered. Then 
is the time to take pains to point out 
the unwisdom and the danger of laps- 


ing. Here is the argument that can be 
forcefully and affectively used: 

Why throw away a good and valua- 
ble thing that to-morrow, for aught any 
one knows, may become worth a great 
deal more than its weight in gold? Who 
can tell when one’s final call will come, 
through either an accident or wholly 
unexpected fatal illness? Think of the 
people that went down with the ill- 
fated Titanic; of the people killed in 
those recent railroad disasters. How 
many of those had the remotest idea of 
being swept into eternity in the way 
they were? None. This teaches us 
the great importance of driving home 
to the minds of policyholders the dan- 
ger of lapsing. Forearm them by fore- 
warning them against misfortune. 

There are other things to consider. 
The agent owes it to himself, to the 
policyholder and to the company, to do 
everything in his power to prevent 
lapses, and when they do occur through 
causes Other than death or physical 
impairment, to revive them. It is not 
merely the privilege and the business 
opportunity of the agent, but his plain 
duty to do his utmost to minimize the 
lapse evil. 

The caring for the debit in a dutiful, 
wise and prudent way, conscientiously 
and persistently pursued, cannot fail of 
being beneficial to all three parties 
concerned—the policyholder, the com- 
pany and the agent himself. It is 
aiso the way of showing real royalty 
and making genuine “Sound Progress.” 
Gentlemen of the staff, now is an ex- 
cellent time to show the one and make 
the other. To every one of you, in this 
direction, we wish the greatest possible 
success!—The Prudential Record. 





MUT, BENEFIT’S OLDEST POLICY. 





In Sixty-Seven Years Dividends Have 
Reduced Cost Two-Thirds—51 Cents 
Per Thousand This Year. 





The oldest policy now on the books 
of the Mutual Benefit Life has an inter- 
esting record. It is down as No. 795, 
was issued on January 21, 1846, to 
Joseph L, Winslow (at age 15), of Port- 
land, Me., on the Ordinary Life Plan, 
for $3,500, at an annual premium of 
$54.60. All dividends have been used 
to reduce the yearly cost. Premiums 
for 67 years have amounted to 
$2,658.20. Mr. Winslow has received 
dividends amounting to $2,288.97, mak- 
ing net outlay for 67 years only 
$1,369.23. That is, the average yearly 
cost per thousand has been only $5.84. 
The cost in 1912 is only $1.79, or 61 
cents per $1,000. 

The Company would now loan on the 
policy “$3,113.32, although the policy as 
originally written contained no loan or 
non-forfeiture features, 

Now, besides the cash or loan value 
of $8,118.32 (full 83% per cent. reserve), 
the policy in case of non-payment of 
premium this year would have had a 
paid-up value of $3,431 and extended 
insurance value of 6 years and 35 days. 
In addition, the insured is entitled to 
grace and other privileges allowed to 
policyholders under current policies. 





Industrial Agents Outing. 





In appreciation of the excellent work 
performed by the Delaware representa- 
tives of the Equitable Life, of Washing- 
ton, D. C., the entire agency force in 
the State was entertained by Superin- 
tendent J. McDonough, of Wilmington, 
at Brandywine Springs, last Saturday, 

Addresses were made by the second 
vice-president and manager, William T. 
Bennett, of Washington, D. C., superin- 
tendent J. McDonough, of Delaware, as- 
sistant superintendent W. S. Marshall, 
of Harrington; Assistant Superintend- 
ent M. E. Dyson, of Washington, D. C.; 
Assistant Superintendents C. H. Morris 
and C. A, . After the speech- 
making a series of exciting athletic con- 
tests were held. 





THE 


METROPOLITAN LIFE 


~——— Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 
The Company B the ‘People 
For the People 


The Daily Average of the Company’s 
Business during 1911 was: 
526 per day in, Number of Claims Paid. 


6,482 per day in Number of Policies 
Issued and Revived. 


$1,524,268 per day in New Insurance 
Issued and Revived. 

$233,386.44 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$128,468.73 per day 
Assets. 
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JOHN R. HEGEMAN President 


METROPOLITAN LIPE INSURANCE COMPANY 
HOME OFFICE BUILDING 








W. L. FT. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Secretary 


J. G. WALKER, President 
T. WM. PEMBERTON, Ist Vice-President 


The Life Insurance Company of Virginia 


ORGANIZED 1871 
Home Office - - RICHMOND, VIRGINIA 
OLDEST - LABGEST - STRONGEST 
Southern Life Insurance Company 
The PIONEER Southern Indastrial Life Insurance Company 


Its Policies are clear and definite in their provisions and their values are absolutely 
guaran 
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INDUSTRIAL INSURANCE 


CUR NEW SALARY AND COMMISSION CONTRACT 


For Agents, offers a splendid opportunity for a few additional men 
who are steady, energetic, and used to earning a substantial living. 


THE UNION LIFE ASSURANCE COMPANY 


H. POLLMAN EVANS, President Head Office, TORONTO 











Offices in 34 Districts between Halifax and Vancouver. 
The enly Company from which may be obtained the SAVINGS BANK 
POLICY, the most l'beral Industrial Policy 











ROME INSURANCE COMPANY 
ROME, GA. 


J. C. PORTER, Vice-Pres. and Manager 


INDUSTRIAL AGENTS WANTED IN 
GEORGIA AND ALABAMA 

















Capable agents can get splendid contracts in New York 
City by addressing 


Security Mutual Life Insurance Company 


BINGHAMTON, N. Y. 
—_—oOR — 
C. MERWIN TURNER 


891-2 Dun Building, 290 Broadway NEW YORK, N. Y. 
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AN EDUCATIONAL CAMPAIGN. 





The principal feature of the recent 
conventions of insurance men has been 
the elaborate plans for publicity work 
and the popular education of the man 
on the street in things insurancewise. 
The most ambitious plan yet advanced 
was that presented by Mr. Frank E. 
Law, vicepresident of the Fidelity & 
Casualty Co. This was not carried out, 
a compromise method being adopted, 
and doubtless the very size of the 
scheme had much to do with its defeat. 
With the minds of the best informed 
insurance men devoted to publicity and 
educational work, there is no limit to 
the good that can be accomplished. If 
the people knew more concerning in- 
surance there would be less inimical 
legislation and the companies would 
stand in greater favor, to say nothing 
of the greater ability of the average 
man to discriminate in the selection of 
his indemnity. The key note of the 
Detroit Conference meeting last week 
was “Education.” It is “education” 
wherever insurance men get together to 
discuss the needs of the business, 
whether life, fire or casualty. A campaign 
of education means that the people have 
only just begun to learn about insur- 
ance; it means an awakening and an 
awakening assures plenty of business for 
everybody. 


WHEN THE TRUTH HURTS. 








Insurance Commissioner Herman L. 
Ekern, of Wisconsin, has beep none too 
mildly criticised by the members of the 
fraternal order of the Modern Woodmen 
in his home State, the principal charge 
made against him, being that he favor- 
ed the “old line” companies. There is 
something very funny about that charge, 
which, we suppose the loyal Woodmen 
made with proper seriousness intended 
to convey grave suspicion. The funny 
thing is that most persons who know 
anything about life insurance are also 
of the opinion that the only sound life 
insurance is of the “old line” variety. 
With Mr. Bkern’s experience it would 
indeed be surprising if he thought other- 
wise. Not that he appears to have come 
out in favor of one kind of insurance as 
conypared to another, that perhaps 
would be indiscreet in a public official, 
and doubtless before now he hag dis- 
claimed ary special favoritism for old 
line companies, but the fact remains 


that it is ludicrous to gravely charge a 
man with holding an opinion that is 
quite in line with that of the majority 
and the best informed on the subject. 

In his address before the National 
Fraternal Congress at Mackinac Island 
last week Commissioner Bkern gave 
some sound advice about fraternalism, 
advising adequate provision against an 
unfavorable experience and wide pub- 
licity in all the affairs of the fraternal 
orders. This same advice was long ago 
heeded in the conduct of old line life in- 
surance companies and no fairer nor 
sounder counsel could be given. But we 
none of us like to hear the truth when 
it touches on our weaknesses. Instead of 
heeding the commissioner, the fratern- 
als turn upon their kindly adviser with 
shouts of favoritism. If fraternalism 
depends for its future on such leader- 
ship, its outlook is not bright. 





WORK FOR COLLEGE GRADUATES. 





It is just about the time of the year 
that the young men and women who 
will be leaving college within the next 
sixty days, to enter upon their life’s 
work, must consider seriously what that 
work is to be. Many have decided long 
before this and have used the advantage 
of an education to fit them more fully 
for that particular field or profession 
which they intend to follow, but to 
those who have not made up their 
minds life insurance should be most in- 
viting. There is no work or profession 
that offers the opportunity for advance- 
ment or pecuniary gain or remuneration 
for conscientious work as that of a 
salesman of the up-to-date life insur- 
ance contract. A preliminary training 
in life insurance salesmanship would of 
course be distinctly helpful, but is per- 
haps less essential than in the case of 
other callings. In any event, even while 
studying the principles of the business, 
they will be acquiring the practical side. 
and at the same time making a living 
by working under the direction of a 
general agent or manager. 


In life insurance there is no season of 
weary waiting and the salesman finds 
the harvest ripe for the sickle when 
ready to enter upon the work. The 
young doctor or lawyer must wait in- 
definitely for clients to come to him; 
the life insurance salesman goes out 
and finds them. While others must 
wait for something to turn up, he goes 
out and does the turning. The teacher 
may go out and eventually find a school, 
but he cannot earn one red cent until 
the school has been found, and even 
then how mediocre is his compenga- 
tion for services rendered as compared 
to that of the man with the life insur- 
ance rate book. 

The life insurance salesman selects 
his own territory, his own boss and 
picks his own time and his own field 
in which to work. If considerations of 
health or comfort suggest a change of 
climate or location, he can make it 
without serious detriment. Stranded in 
a strange community without money or 
friends, the young lawyer, doctor or 
teacher may wait for employment in 
vain.” On the other hand, the life in- 
surance salesman, friendless and alone 
in New York, Hong Kong, London, or 
Cape Town, can make a remunerative 
contract at once by simply letting the 
nearest life insurance office know that 
he can sell life insurance contracts and 


is open for a proposition. All times an 
seasons and placeg are his and he n 
never be without employment unl 
through fault of his own. 

Mercantile and manufacturing pur- 
suits have their attractions, but these 
require large capital to begin with. And 
in many cases prosperity in early life 
very often ends in poverty and depend- 
ence in old age. The life contract 
salesman requires no capital save a 
willingness to work, integrity and 
pluck. His investment is not subject 
to depreciation or loss nor does his 
stock become shopworn or out of date. 
Gray hairs and experience only add to 
his efficiency by inviting the trust and 
confidence so essential to success, so 
that he will not be turned out to starve 
in his old age, nor crowded out of the 
business by younger men. 

The remuneration of a life insurance 
salesman compares very favorably with 
that of any other business or profes- 
sion. There ig a good living for all 
and the possibilities of wealth are 
great. With the increasing patronage 
of capital seeking investment, the 
salesman’s income sometimes approxi- 
mates princely proportions. The former 
lite policy of $10,000 has now become 
$100,000, and often we hear of business 
and partnership policies of ten times 
that amount. ‘lo the young men and 
women starting out in life there is, in 
short, no more honorable, useful, or re- 
munerative calling. Another great ad- 
vantage in life insurance work over 
other occupations or professions is that 
the salesman is paid for just what he 
does and there is no barrier known as 
“professional ethics” to keep him from 
aoing all he is able. This is well worth 
considering. 

lt has been stated that in large cities 
the average annual income of physi- 
cians is $600 and of lawyers $500. There 
is only about so much to be done in 
these lines and the compensation must 
be divided among a certain number. 
This small remuneration is not due to 
any lack of ability on the part of 
professional men or women, but be- 
cause they have not the opportunity 
to show what ability they have. 
The “ethics” of both these pro- 
fessions forbid one engaged in them 
from going out after business. And 
it is therefore of deep moment to 
the youngster starting out in life that 
chere is probably no other business or 
profession in which one of ability is 
less restrained by “professional ethics,” 
‘ pull” or circumstances than in life in- 
surance. For the fact will always re 
main that a man who can sell the goods 
can get a chance at any time with a 
good life insurance company.—The 
Argus. 
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CONDITIONS IN LOUISIANA. 





Present Law Makes Naming of Proper 
Rates Exceedingly Difficult—Man- 
agers and Agents Dissatisfied. 





4 New Orleans special to the New 
York Commercial under late date says: 

Fire companies and agencies in 
Louisiana have had a fairly prosperous 
year, although some of them say the 
1511-1912 season was better. Disturb- 
ances and uncertainty concerning rates 
and conditions have hampered business 
to some extent. These were due to 
the fight against the State rating board, 
whose existence was summarily ended 
by the Legislature and to changes in 
the law regarding the State fire preven- 
tion bureau. As offsets fires fell off 








OF PERSONAL INTEREST | 





| Herbert M. Woollen who has just been 


elected president of the American Cen- 
tral Life of Indianapolis, succeeding his 
father the late Milton A. Woollen, has 
earned every step in his rapid rise in 
the business and although he is a very 
young man to be holding a position of 
such responsibility, he long ago proved 
his ability and capacity. Mr. Woollen is 
a physician by profession and was am- 
bitious to continue in the practice of 
medicine, but his father induced him to 
join the American Central staff which 
he did as assistant medical director. So 
rapidly did he take hold of the work 
that he soon left the medical depart- 
ment far behind and took up the more 
strenuous executive duties of secretary. 
His winning personality and enthusiasm 
for life insurance endeared him to the 
whole American Central family and it 
wasn’t long before, as vice-president, he 
had supervision over the field force and 
was carrying the major portion of the 
load of executive responsibility. He has 
now been given the title that goes with 
the work he has been doing for a long 
time past. 

President Wilbur S. Tupper, of the 
Niagara Life of Buffalo, in addition to 
being several kinds of a life insurance 
genius, is somewhat of a creative artist 
as well. Although the duties of his posi- 
tion as executive head and the main 
works of a live life insurance company 
do not allow much leisure for excursions 
into other fields, President Tupper finds 
time to write most of the clever ma- 
terial that goes into the Niagara Life’s 
little company paper. Every number 
has something bright and scintillating 
and well worth pasting away for future 
use. If you are looking for mental pab- 
ulum read Editor Tupper’s paper. 


Mrs. Ada Beddall, wife of Edward F. 
Beddall, president of the Queen Insur- 
ance Co., died at her home in Larch- 
mont Manor. Mrs, Beddall, who was 
seventy-one years old, was born in Roch- 
ester, England. 








losses were not exces- 
sive, 

Agents complain that the uncertainty 
of affairs is increased by the passage 
oi the amendment to the law so that 
the fire prevention bureau, which is the 
common agent of the compazies, while 
ic may make a basis rate to be sub- 
mitted to the companies, which shall 
be advisory, is prohibited from includ- 
ing in that rate any profit for the 
company. That does not mean the 
company cannot make a profit, but it 
must compute its profit and add it to 
the basic rate. The difficulty is in 
making for any one company a com- 
putation of what will be a fair profit, 
or in knowing whether there really will 
be a profit at whatever rate is charged. 

After the term for which the rates 
made by the State rating board expired 
the companies stuck to the rates that 
had been made to a large extent, a» 
far as known. One of the principal 
companies reported through its local 
agent this was its policy, and he be- 
lieved the companies generally would 
adhere to these rates, but there was 
no chance of an agreement to do so, 
as the law prohibits any agreement on 
rates, and any company has a right 
to make any rate it pleases and to 
ignore the basic rate offered as ad- 
visory by the fire prevention bureau. 
So that the whole insurance matter is 
in a state of uncertainty and competi- 
tion is wide open, though the companies 
are not anxious to smash the present 
rate situation if it can be prevented. 

One company has gone out of busi- 
ness in the year, finding it was not 
making enough profit to warrant carry- 
ing on the business. That was the 
Sun, which insured with the Royal and 
is now liquidating. The liquidators 


paid a dividend of 100 per cent., equal 
to the face value of the stock, and 
with the sale of real estate and other 
assets will no doubt pay as much as 
40 per cent. more. 
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TEN PER CENT. AND CONTINGENT. 





Connecticut Local Agent Holds Pro- 
nounced Views on Commission 
Question. 





To discourage the entrance of side- 
liners into the agency business, L. D. 
Rhinehart, a long established local 
agent of Stamford, Conn., would re- 


strict the commission rate to 10 per 
cent. plus a contingent. Addressing 
“The Standard” of Boston, upon the 
general subject of compensation to 
agents Mr. Rhinehart says: 

“Apropos of the commission question 
i should like to give expression to my 
views although you have made no re- 
quest for same. There seems to be 
great diversity of opinion as to the 
value of graded commissions. 

“Prior to February, 1911, we repre- 
sented both union and non-union com- 
panies with the various forms of com- 
mission. We adopted the graded com- 
mission upon the date mentioned and 
while under the new plan there is a 
slight gain in gross commissions it has 
not been in vogue long enough to prove 
its value to an agency. I do not be- 
lieve that kigh commissions are of any 
advantage to the agent in the long 
run. The margin of profit in an in- 
surance agency depends upon the degree 
oi resistance in securing business, the 
facility with which business is handled 
after it is obtained and the difficulty 
in making collections. 


“My deauction, therefore, is as fol- 
lows: Anything which tends to increase 
the number of agents works to the 
disadvantage of the business in gen- 
eral. High commissions attract the 
solicitor, side-liner and the agent who 
controls a comparatively small amount 
of business. These sub-agents and 
solicitors are attracted by a few dollars 
made possible by the high commissions 
with the result that the chances of 
securing new risks are reduced in pro- 
portion. The insuring public becomes 
arrogant in the matter of paying pre- 
miums and the agent of years of ex- 
perience persuades himself to take on 
risks which may be impaired physically 
or morally in order to satisfy his 
company as to premium. It thus has 
a tendency to increase the loss ratio 
and is inimical to the business gen- 
erally. To illustrate: What possible 
excuse can there be for fifty or more 
agents and solicitors, more or less 
active, in a city of not more than 
30,000 people? What excuse can there 
be when it is a fact that at least fifteen 
or twenty of these agents do not 
average more than $1,500, or $2,000 per 
annum each in premiums. The aggre- 
gate would not make more than one 
agency. This condition is brought 
about by high commissions, and I be- 
lieve it has a tendency to drive pro- 
ducers of responsibility out of busil- 







San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by hsad 
office in Liverpool 


Surplus, = - 
Losses Paid by Chicago Fire, 1871 
Losses Pald by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 


U. $. Gash Assets, Dec. 31, 1910 $13,784,520.57 
4,48 1,988.69 
3,239,491 .00 
1,427,290.60 
1,051,543.00 


ness. It may be argued that these 
agents and sub-agents referred to have 
a right to get all the money they can, 
which is true beyond question, but on 
the other hand, the old, responsible 
agent has a right to complain because 
of his years of experience and if he 
is not too old he will be forced out 
of the business. The elderly man who 
has spent his best years in building 
up his business will be forced to ac- 
cept a much smaller income. What 
about him? Of course it is the sur- 
vival of the fittest anyway. I believe 
that a flat 10 per cent. commission on 
all business over the entire country, 
with some profit sharing plan, is the 
solution of the difficulty. This would 
bring down the loss ratio and be re- 
flected in reduced rates and thus benefit 
the public at large.” 





WANTS CLASSIFICATION. 





Data Admittedly Valueless Called For 
By Illinois Insurance 
Department. 


To comply with a State law although 
conceding the practical uselessness of 
the information sought, the Insurance 
Department of Illinois has sent out its 
annual classification of fire risks which 
calls for a division of risks into at least 
four classes. The department says the 
classification is not close enough to be 
of any service, and the figures are pub- 
lished merely because the law requires 
it. 


“The figures for the stock companies 
of other states, excluding the foreign 
companies and the Illinois companies, 
show a loss ratio during 1911 on dwell- 
ings and their contents of 49.1 per cent.; 
on mercantile risks of 50.1 per cent.; 
on special thhazards of 57.2 per cent., on 
all other risks of 50.8 per cent. 

“The loss ratios of the foreign com- 
panies were as follows: On dwellings 
and contents 44.7 per cent.; on mercan- 
tile risks 47.5; on special hazards 57, 
and on ail other risks 37, with a grand 
total of 48.8 per cent. The Home of 
New York reports the largest number 
of policies on dwellings and their con- 
tents, with 27,234, while the American 
of Newark has 25,241, the Fidelity- 
Phenix 24,891, the Aetna 23,516, the Con- 
tinental 21,882 and the Royal 21,544.” 








Hanover Loses Its New Jersey Special. 





Walter E. MacQuesten, of Newark, 
who succeeded the late R. H. Wilson as 
New Jersey special agent of the Han- 
over Fire some three years ago, died a 
few days ago. Following a clerkship 
with the Phenix of Brooklyn Mr. Mac- 
Questen was appointed its New Jersey 
field man in 1906, so continuing until he 
entered the service of the Hanover three 
years later. He was a young man of 
character and high promise, and gen- 
eral regret is felt at his early death. 


Liverpool 
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COLLECTION OF NOTES. 





Gives His 


the 


Oklahoma Commissioner 
Views Upon 


Question. 





Although no other State insurance 
department has made a ruling directly 
on the point, says the “Insurance 
Herald,” Perry A. Ballard, insurance 
commissioner of Oklahoma, defined his 
position in the matter by saying that 
he would hold that an insurance com- 
pany could not collect the entire face 
of a note given for a premium payment. 
For instance, a_person taking a policy 
may pay part cash and give a note for 
the balance paying a premium for three 
years in advance. Should the policy- 
holder fail to pay the note after it had 
become due a year from the time given, 
then the company would bring suit for 
the payment of the note. In many 
cases, perhaps, the company would not 
allege that the policy was cancelled, 
but the courts have held that such is 
the case. 

Commissioner Ballard is of the opin- 
ion that in such a case the company 
would only be entitled to that part of 
the premium and not to the whole 
amount of the three years’ premium. 
Of course where the premium was only 
paid for one year at a time and note 
given, the company would be entitled 
to the face of the note. Some times 
a note for premium is given payable 
one day after date. In this case the 
note becomes due in three days. Ac- 
cording to the ruling of the courts the 
policy would be cancelled, and accord- 
ing to the commissioner’s opinion the 
company would be entitled to the short 
rate on the note plus the expense of 
writing the policy, which could be 
collected ag damages. 





SOUTHERN AGENTS TAKE STAND. 





Durham (N.C.), and Pensacola (Fia.), 
Adopt Resolutions on Under- 
writers’ Agencies. 





At a meeting of the Durham (N. C.). 
Board of Fire Underwriters, August 27, 
a discussion occurred in regard to the 
sole agency principle and a resolution 
was adopted expressing the sentiments 
of the board on the question as in ac- 
cord with the vote adopted by the Bos- 
ton Board of Fire Underwriters on June 
25. The board was unanimous in its 
expression of the view that this offered 
the best solution of the problem. The 
resolution adopted by the Boston board 
was as follows: 

“Whereas, What is known as the un- 
fderwriters’ agency is in effect a dual 
agency, and it is the desire of this 
board in good faith to support our 
companies in establishing their single- 
agency plan in this city; be it 

“Resolved, That the executive com- 
mittee of this board be and hereby is 
instructed to appeal to those companies 
now maintaining in Boston proper, or 
the wharf and warehouse territory, dua] 
agencies, by means of underwriters’ 
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agencies, most earnestly and respect- 
fully requesting them to co-operate with 
this board by discontinuing on or be- 
fore January 1, 1913, all such dual 
agencies; and be it P 

“Resolved, As the sense of this board. 
that on and after January 1, 1913, none 
of its members should represent for the 
above-described territory an underwrit- 
ers’ agency unless it be a separately in- 
corporated organization, with its own 
separate capital.” 

At a meeting of the local Board of 
Fire Underwriters of Pensacola (Fila.), 
August 16, the following resolution was 
adopted: 

“We, the undersigned, comprising the 
entire local Board of Fire Insurance 
Agents of the City of Pensacola, Florida, 
Go hereby express our unqualified ap- 
proval of the sole agency principle as 
enunciated by the National Association 
of Local Fire Insurance Agents and our 
disapproval of the course of those com- 
panies who evade and undermine this 
principle By operating Underwriters’ 
Agencies. We pledge our co-operation 
with and support of companies, by pre- 
ference or otherwise, who adhere to 
sole agencies, and agree to decline the 
representation of any Underwriters’ 
Agency we do not now represent, as 
vell as that of any company seeking 
to extend the operation of another Un- 
derwriters’ Agency to this field, 

“Asa local board we will refuse affili- 
ation and all board privileges to any 
agent or company in Pensacola not in 
full accord with the letter and spirit of 
this agreement. 

“The secretary of this board is hereby 
ordered to give to this resolution the 
publicity consistent with its purpose.” 





FAVOR NEW LAW. 





Pennsylvania Mutuals Would Make 
Over-Insurance a Penal 
Offense. 





After denouncing the evil of over- 
insurance, which was held to be largely 
responsible for the country’s excessive 
loss ratio, the Pennsylvania Association 
of Mutual Fire Insurance Companies at 
its lately held annual gathering, adopted 
a resolution favoring the enactment of 
legislation upon the subject. It was 
recommended that deliberate over- 
insurance be made a criminal offense 
and so dealt with. 





Norwich Loss Placed at $162,000. 





It is estimated that the loss caused by 
the fire at Norwich, Conn., on Thursday 
last, will not be less than $162,000, di- 
vided as follows: The Chappell Coat 
Company, $125,000: Morgan and Son, 
$30,000; Stetson and Young, $4,000; 
Peck and Williams, $3,000. The insur- 
ance carried aggregates $158,000. 





Billington, Hutchinson & Co, of New 
York City, have been appointed New 
York State general agents for the Inter- 
national Fidelity Co. of Jersey City. 


W. HOYT, DEPUTY MANAGER 


J. B. KREMER ASST. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


NEw YORK OFFICE 
45 William St. 
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REDUCTIONS FOR TEXAS. 


Board Willi Revise Schedules 
Effecting ‘Reduced Rates In 
Some Instances. 





State 





It is understood that the State Insur- 
ance Board of Texas will make some im- 
portant revisions in the general basis 
schedules whereby some reductions will 
be effected. R. L. Pollard, secretary; 
8S. W. Wallace, fire marshal, and A. W. 
Haynes, chief clerk of the Insurance 
Board, have returned from Dallas, where 
they consulted with the bureau commit- 
tee of the fire insurance companies do- 
ing business in Texas. The bureau has 
framed some of the changes to be made 
in the general basis schedules and the 
board is at work on several of its own 
initiative. There will be some ten or 
twelve important changes. Secretary 
Pollard is unwilling to say what they 
are until finally adopted and promul- 
gated after being printed. After being 
approved by the board, the amendments 
will be sent out and applied from the 
office of C. B. Roulet at Dallas, actuary 
for the fire insurance companies, 

Secretary Pollard did say that with 
one exception the changes would be ap- 
plied in the general ccurse of business 
and that they would have no immediate 
effect over the State. He would not say 
what the exception is, but merely an- 
nounced that it would have immediate 
application as soon as adopted and pro- 
mulgated. The companies which peti- 
tioned for reductions and then with- 
drew their applications asked for three 
changes. One was a decrease of 7% 
per cent. on special hazards, 10 per 
cent. on mercantile stocks in towns 
having a key rate of over 8ic. and 15 
per cent. off the charges on mercantile 
buildings and stocks in towns with less 
than an 81c. key rate. 

While Mr. Pollard would not give out 
the changes in advance of their pro- 
muilgation, he did say that there would 
be a reduction in the rates charged on 
mercantile stocks in towns having a key 
rate of over 8lc. He did not think the 
other reductions applied for are in- 
eluded in the changes suggested by the 
bureau committee, and certainly not by 
the board. There has been much dia- 
satisfaction in some parts of the Staite 
over the insurance rates, and finally the 
State convention at San Antonio in- 
serted a platform piank calling for the 
repeal of the law creating the board. 
Possibly the reductions and changes to 
he made before the first of the year wi!l 
appease the wrath of some of the com- 
plainants, and the Legislature will 
amend and not repeal the law. 





CLASSIFICATION FIGURES. 





(Continued from page 1.) 


moral characteristics of the various 
risks involved differ widely. 

“Or if it be found that dwellings as a 
class throughout the whole United 
States showed a fair margin of profit, 
how, from that experience, can a rate 
be arrived at on a specific dwelling risk, 
which may have shingle or may have 
tin roof, which may be occupied by one 
family or by more, and which may be 
unexposed or be exposed by a mer- 
cantile risk or special hazard? 

“The classification of risks simply on 
the basis of occupancy is a purely ar- 
bitrary undertaking. It is founded on 
the fallacy that there is something in- 
herent in occupancy which over terms 
of years will produce recurrent results 
approximately alike. For this supposi- 
tion there is no foundation in fact. Oc- 
cupancy is only one characteristic of a 
risk. There are others equally im- 
portant. One igs its construction, in- 
cluding the question of height and area; 
one is exposure, and another is fire 
protection facilities. Why classify by 


occupancy alone and assume that the 
result will be conclusive? 
Based on Underwriting Judgment. 
“Rates are based on underwriting 
judgment, and no matter what law- 
makers may say, inevitably must be. 
insurance superintendent’s office 


An 


may be filled to the ceiling with clas- 
sification statitstics, but when he makes 
up his mind whether a rate is proper 
er not, evea in his case, it must be a 
matter of opinion—and that, too, with- 
out his possessing practical training in 
ithe business. Insurance superinten- 
dents do not claim to be rate experts, 
and even it they did it is most illogical 
that in a question of judgment rating 
the party whose money is at risk must 
be governed by the judgment of the 
party who hag nothing at stake. In the 
long run, if the opinion of the State is 
to determine the premium charge, then 
justice would require the State to guar- 
antee its adequacy. 

“Classification aids the underwriter 
in the acceptance or rejection of busi- 
ness and tells him what classes of risks 
have been profitable or unprofitable un- 
der the particular methods of under- 
writing which obtain in his own office, 
but the average result does not convey 
this information. In fact to many un- 
derwriters the average figures would be 
confusing. If the average sawmills in 
the country, for instance, showed a loss 
to the total number of companies (and 
thereby seemed to require an advance 
in rates), might it not well be that a 
carefully managed company could con- 
tinue te write sawmills at the old rates 
and yet make money? Who is to tell 
the underwriter of a well-managed com. 
pany how far the unprofitable results 
were caused by too free writing on the 
part of ill-managed companies, who 
carelessly or ignorantly have granted 
over-insurance on depreciated plants, 
or how many mills have been written 
where the supply of timber was ex- 
hausted and whose insurance should 
have been declined? 

“An underwriter uses a great many 
sources of informaticn in making up his 
mind as to what is a proper basis rate. 
One of these sources is the classifica- 
tion figures, it is true, but these con- 
stitute only one aid. Their value is 
merely suggestive and wholly indeter- 
minate. The underwriter’s situation is 
analogous to the position of the Chief 
of the United States Weather Bureau. 
The weather man cannot tell to a cer- 
tainty what the day wiil bring forth, 
neither can the underwriter. Each of 
them gathers what information he can 
and makes his estimate of the future. 

“The weather man has dispatches be- 
fore him describing conditions existing 
at a certain hour in places North. 
South, East and West. He knows from 
his record what often has happened in 
‘he past when similar conditions pre- 
vailed, and he makes his prediction as 
best he can. Fortunately for him he 
has no financial responsibility as to the 
outcome of his forecast such as the in- 
surance companies assume. The under- 
writer, too, reviews his experience 
tables, considers the effect of such new 
conditions as may surround the busi- 
nesg in the matter of novel hazards, in 
changes of construction, drift of popu- 
lation, alteration of business methods 
and processes, and makes his estimate 
of the future ag best he can. Some- 
times he is right, sometimes he is 
wrong. The result no man, however 
gifted, can foretell. 

“It will tend to right. conclusions if 
all who discuss this subject will re- 
member that there is no mathematical 
basis for fire insurance rates. They 
must necessarily be a matter of expert 
judgment—and every rate is a predic- 
tion.” 





New Idaho Company Gets Secretary. 





I. W. Rockey of New York has been 
secured as secretary and underwriter 
for the Overland Fire, now rapidly com- 
pleting its organization at Boise, Idaho. 
Mr. RoGékey has had an extended un- 
derwriting experience having served 
successively the Traders of Chicago; 
Dixie of Greensboro, and the prominent 
New York managerial firm of Whilden 
& Hancock. He is particularly well in- 
formed as to the Western field and 
should be able to successfully direct the 
underwriting policy of the Overland 
Fire. 


Oppose Paying Fire Tax. 





A vigorous protest against being as- 
sessed for the support of the Belleville, 
N. J., fire department has been lodged 
by the residents of the Silver Lake and 
Soho sections of the town. The pro- 
testants allege that they are outside of 
what is known as the fire district, that 
the firemen are not required to answer 
alarms from their section, and in view 
of this fact it is outrageous to ask 
them to contribute to the support of 
the department. 








SOM LG meres he 
SIXTIETH YEAR 


FARMERS’ 
FIRE INSURANCE 
COMPANY 


YORK, PENNSYLVANIA. 


Assets, Dec. 31-1911........ $1,120, 133.97 
Net Surplus, ,, ,)--+---e.-- 557, 492.39 





W. H. MILLER, president 
A. S. McCONKEY, 
Secretary and Treasurer 





JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. . BOSTON, MASS. 














THE LEADING FIRE COMPANY 
OF THE WORLD 





[of Liverpool England. | 











THE COMMERCIAL FIRE, of Washington, D. C., 
(22 years old) is a strong and modern-spirited Com- 
pany which is bidding for business and getting it. 
us a letter and get on our list of correspondents. 


W rite 








CHAS. H. POST, U. S. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











CLARENCE A. KROUSE & COMPANY 
GENERAL INSURANCE AGENTS 





Lumber of N. Y. 
Peoples National 


Continental 

Firemens, N. J. 

Granite State 

Jefferson, Pa. 

Peoples National’ 

St. Paul Fire and Marine 
Teutonia, Pa. 

National Ben Franklin 





Pennsylvania—New Jersey 


325 Walnut treet, Philadelphia, Pa. 
AND 
Haddonfield, New Jersey 


Representing the following companies for Philadelphia 


Ben Franklin 
Central Union 


EASTERN PENNSYLVANIA AND SOUTHERN NEW JERSEY 


Concordia 

Lumber, N. Y. 

Franklin, Pa. 

Central Union 

Citizens 

Phoenix, of Hartford 
Springfield Fire and Marine 
Western of Pittsburgh 


General Agents Commercial Casualty Co. of Newark 


ST. PAUL FIRE AND MARINE AGENCY FOR AUTOMOBILE FLOATING POLICES 
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A LOFTY SPRINKLER SYSTEM 


ATOP BANKERS TRUST BUILDING. 








Equipment Covers Six Floors Only to 
Protect Valuable Records—How 
Water is Supplied. 





The pyramidai top of the Bankers 
Trust building. of New York, is becom- 
ing a familiar sight, and is passed over 
by the layman with the comment that 
it is intended as an architectural 
adornment and probably isn’t used for 
anything. Such, however, is not the 
case. The entire interior of this sur- 
mounting pyramid is made use of and 
to the fire-protectionist it is one of 
the most interesting parts of the whole 
building, as described in the August 
number of Architecture and Building. 

The top level of the building rises 
525 feet above the sidewalk and its 
basements extend 50 feet below. The 
building contains 38 stories above the 
street and 4 stories below. Throughout 
the constructions the most recent 
developments of correct fireproofing 
have been employed, and everything 
that could be considered as a safeguard 
against fire in such a building has been 
made use of. 

Within the pyramid at the top are 
included the 32nd to 37th stories, and 
these stories consist of a series of 
vaults wherein there are stored valu- 
able papers and records of the Bankers 
Trust Company. As to the vaults 
themselves, there is little to say, for 
in their construction there is no com- 
bustible material. However, the in- 
flammable contents of papers and 
records might easily be destroyed with- 
in a vault at a very great loss, and 
to provide against this contingency an 
automatic sprinkler system has been 
installed in the six stories mentioned. 

This sprinkler equipment is unusual 
in that it is undoubtedly situated at 
the highest point in any building in 
the world. It furnishes protection to 
property at a height at which the fire 
department would be absolutely help- 
less working from any external source. 
As the stories ascend they decrease in 
area because of the pyramidal form 
of the structure which consequently 
reduces extensively the area in square 
feet per floor as we reach the top. The 
following list gives the number of 
Grinnell automatic sprinkler heads on 


each story: 
ee ae 35 
33rd o Paphos elverqet 49 
34th hae pwa tee one 40 
35th per EE CEOS, 20 
36th NA eS coe eee 13 
37th SE a iia ae ae 6 
Oa rE oF 16 


The installation of the pipes and the 
placing of the heads follows the usual 
regulations for such work, and the 
interest centers more in the source of 
supply, as it is no small problem to 
maintain and continue a_ sufficient 
supply of water at a point around 500 
feet above the surface level. The 
supply may be said to come from three 
separate sources. First, there are two 
1,250-gallon, steel pressure tanks, one 
oi which is located on the 32nd floor 
and the other on the 37th floor. In 
the upper right hand corner of the 
plan given is shown a portion of the 
2nd story which contains one of the 
pressure tanks. There is also shown 
in the plan the riser which furnishes 
the supply from the surface levels. 
These two pressure tanks will exert a 
pressure on the sprinklers of at least 
75 Ibs. to the square inch. 

The second source of water supply 
to the sprinkler system comes from the 
high pressure pumps of 250 gallons 
per minute capacity each, which are 
located in the sub-basement and take 
their supply directly from the city 
mains. 

The third source of supply may be 
said to be an auxiliary emergency 
source and consists of a Siamese fire 
department steamer connection outside 
the building at the street level, to 


which the fire department can connect 
a steamer and pump from an outside 
hydrant connection a sufficient volume 
of water to directly supply this lofty. 
sprinkler system. . ; 

This is to our knowledge the first time. 
that an automatic sprinkler equipment 
has been installed in a building for the 
primary purpose of protecting valuable 
papers and records stored at so great 
a height, and it is a proof of the 
growing reliance placed in sprinkler 
systems for the checking of a fire at 
its inception that this system has been 
installed. The General Fire Extinguish- 
er Company, who installed this system, 
believe that an automatic sprinkler 
system will give the best possible pro- 
tection for such purposes and that the 
initiative of the Bankers Trust Com- 
pany in thus equipping their building 
will be followed by other builders in 
tbe future. 





SUES SUBSCRIBERS. 





Members of the Texas Individual 
Underwriters Asked to Pay 
$75,000 





Members of the Commercial Under- 
writers, an inter-insurance concern of 
Dallas, Texas, are not a little disturbed 
over the receipt of a letter, of which 
the subjoined is a copy from a promi- 
nent firm of attorneys: 

“This is to advise you that we have 
this day filed suit against you and 
some eleven hundred other subscribers 
and members of the Commercial Un- 
derwriters, seeking judgment against 
said subscribers collectively and in- 
dividually, for about $75,000, the amount 
of the liability of this concern, or in the 
event this is denied then that judgment 
be entered requiring each member tc 
deliver the assets in their hands be- 
Icnging to the Commercial Underwrit- 
ers, being an amount equivalent to the 
assessment against each party, at the 
date of receivership. We are serving 
five members of this partnership, or as- 
sociation, and will seek to hold you and 
others as partners. 

“This will be the only notice you will 
receive of the suit unless. you. see an 
announcement of it in the public press.” 





AN “UNACCOUNTABLE FIRE.” 
Lack of Sufficient Evidence Compels 
District Attorney to Drop 
Case. 





A newspaper despatch from Newfane, 
N. Y., says: “John Doe proceedings 
which were instigated a few weeks ago 
in an endeavor to convict a supposed 
incendiary responsible for the fire which 
did $30,000 damage at Burt village on 
July 3rd, have been dropped. District 
Attorny F. M. Ackerson has acknow!l- 
edged his inability to secure sufficient 
evidence to proceed with the case. 

“Jacob Gorbein in whose store the fire 
is said to have started gave testimony 
at a hearing before Justice Meyer that 
materially differed from statements he 
made on the night of the fire.” 





Local Office at Chicago. 





The establishment by the Calumet of 
Chicago of a local department for its 
home city, will not affect the represen- 
tation of Fred S. James & Company nor 
Shipman & Wayne. The agency hither- 
to held by J. J. Coffey & Company, how- 
ever, has been discontinued. 





Arthur R. Graham, of Boston, has 
been appointed special agent in New 
England, outside of Connecticut, for the 
North River and the Williamsburgh 
City. Once the merger of the Nassau 
and the Dutchess be effected, he will 
represent the enlarged corporation as 


. well. 





Announcement is made of the aban- 
donment by Ira A. Manning, a widely 
known promoter, of his effort to launch 
the Continental Fire & Marine of San 
Francisco. 











Capital Stock - 
Liabilities - - 
Special Reserve Fund 
Net Surplus - 


Total Assets 


C, E. Sheldon, V. Pres’t. 





FIRE & TORNADO INSURANCE 


American of Newark 


Chartered in 184€ 


P. L. Hoadley, President 


F. Hoadley, Asst. Seo’y. 


$1,000,000.00 
5,081,886.03 
300,000.00 
2,962,548.52 


$9,344,434.55 


C. W. Bailey, Seo’y. 





























The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 
OVER 1500 PLANTS IN ACTUAL SERVICE 


EXECUTIVE OFFICE 
30 Vesey Street, New York 








AGENCIES 

178 Devonshire Stree Boston, Mass. 
626 Monadnock Building, _ Chicago, Lil. 

Traction Building, Cincinnati, O. 
801 Wabash Building. Pittsburg, Pa. 
709 Dwight Building, Kansas City, Mo. 
915 Postal Building, Frane I 
304 Central Building, Seattle, Wash. 
Utica Fire Alarm Telegraph Co 





Utica, N. Y. 
The Northern Electric & Mfg. Co., Ltd., 
ontreal, Can. 
General Fire Appliances Co., Ltd. 
Johannesburg, South Africa 
Colonial Trading Co., Ancon; 
Canal Zone, Panama 
F. P .Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 


ORGANIZED 1859 








Statement, January 1, 1912 
Cash Capital..... $1,000,000.00 


peepee 6,852,645.96 
Net Surplus .. 2,289,631.94 
Surplus for Policy 

Holders ....... 3,289,631.94 





HEAD OFFICE 
Cor. William & Cedar Streets 











New England Conference Meets. 





At the meeting of the New England 
Conference, representing the local fire 
agents associations of the New England 
States, held in Boston, August 28, plans 
were adopted for a general meeting of 
New England State associations to be 
held in Boston in the fall after the Na- 
tional meeting. This is intended to be 
a general round-up of New England as- 
sociations, and addresses will be ar- 
ranged for by officials of the National 
association and others prominent in the 
insurance business. The following dele- 
gates were present at the conference:— 

Connecticut, E. S. Cowles, Hartford; 
C. L. MeNeil, Torrington; Massachu- 
setts, F. S. Hamlin, Haverhill, Thomas 
Milvert, Lynn; New Hampshire, L. C 
Merrill, Concord; Rhode Island, Joseph 
G. Henshaw, Providence; Maine, H. N. 
Pinkham; Vermont, H. H. Hickok, Bur- 
iington. 





New Organization at Nashville. 





The great majority of local agents of 
Nashville, Tenn., have enrolled as mem- 
bers of the Nashville Fire Insurance 
Exchange, an organization formed in 
strict compiiance with the rigorous laws 
of the State. M. A. Spurr is president 
of the association; Robert H. Fete, vice- 
president and A. H. Campbell secretary 
and treasurer. 





Gets California General Agency. 





George W. Brooks, secretary of the 
California Insurance Company of San 


Francisco, will in addition act as gen-, 


eral agent in his home State for the 
Arizona Fire Ins. Co. with which 


‘ company the California has had a 


treaty arrangement for sometime past. 





George W. Neff has resigned the Iii- 
nois, Ohio, Indiana and Wisconsin spe- 
cial agency of the Security of Daven- 
port, Ia. 


For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - + 4,820,678.00 
Cash Surplus to Policy 
Holders - - - 2,288,079.00 


The real strength of an insurance company is in 
the conservatism of its ma ment, and the map- 
agement of THE HANOVER is an absolute as- 
surance of the security of ite policy. 


R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec’y 
WILLIAM MORRISON - = Asst.Sec’y 
JAMES W.HOWIE - - Gen. Agent 





HOME OFFICE: 
Hanover Bidg., 34 Pine St. 


NEW YORK 

















WESTERN AND 
ATLANTIC FIRE 


INSURANCE CO. 
NASHVILLE, TENN. 
CAPITAL - - - - - $200,000.00 
WET SURPLUS - - - $122,760.50 


H. H. RIMINGTON, Manager 


C. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 


OPERATING IN 
Pennsylvania, Ohio, Maryland, Virginia, West 
Virginia, Tennessee, Kentucky, Alabama, 
Louisiana, Indiana, Illinois and Colorado 
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GRADED COMMISSION PROBLEM 


OPINIONS FROM SOUTH AND EAST. 





Various Views Both Decided and In- 
different Given by Local Agents 
on Method of Compensation. 
Local agents in the East and South 
give varying views as to the effect 
of the graded commission method as 
shown in the following opinions con- 
tributed to the discussion in the Journal 
of Commerce and Commercial Bulletin: 
T. Frank Appleby, of Asbury Park, 
N. J., “As far as I have been able to 
observe locally the agents are securing 
a larger return from graded commission 
than under the flat commission arrange- 
ment; however, I look upon the ques- 
tion as largely being a local one, and 
the statement made on the tariff 
question by the late General Hancock 
when asked for his opinion on the 
teriff, he replied: ‘The tariff is a local 
issue.’ This is applicable to this 

question.” 

Glenn H. Johnson, of Leonard, Turn- 
bull & Johnson, Inc., Syracuse, N. Y, 
“In regard to graded commissions 
would say that whether or not these 
are a benefit to the local agent is a 
debatable question. Personally, we see 
no particular advantage, except possibly 
they have created to a certain extent 
a uniform metiiod of compensation 
between company and agent. To a 
certain few, no doubt, the total com- 
missions have been increased by the 
graded commission agreement, but the 
majority of the agents, in our opinion, 
have received little, if any, pecuniary 
benefit.” 

W. P. Lucas of Oil City, Pa., “I have 
been reading what the insurance 
officials and agents have to say about 
the graded commission question and 
was quite struck with the general ad- 
verse tenor, but upon analysis dis- 
covered that it came from companies 
who had heretofore been able to pay 
any commission they pleased, and 
agents who had undoubtedly been get- 
ting 20 per cent., 25 per cent. and 30 
per cent., and some even 40 per cent. 
on aimost all classes in most of the 
larger places. 

“In the smaller places almost all 
agents had a few 15 per cent. com- 
panies and then a lot of go-as-you- 
please who paid none less than 20 per 
cent. and up. Of course, these do not 
like the change. Because it has placed 
the old, big, reliable, honest, loyal and 
fair companies on an equal footing and 
hence the business is going over to 
such who deserve it and is falling off 
with those who were niggers in the 
wood pile, and of course they don’t 
like it. 

“This agency has never during its 
37 years accepted any commission over 
15 per cent. even if offered because it 
felt that it would prove too great a 
temptation to favor the higher com- 
mission companies. We don’t care 
what the commission or method of 
compensation be only that it shall be 
exactly the same for all agents and 
for all companies. Then the more 
liberal writing companies who thereby 
are most useful to an agency will be 
duly rewarded. 

“In short and finally we say in the 
words of Ben, ‘Butler, ‘We care not what 
the law or what the rule, let us stand 
or fall with all men equal under the 
rule or law.’” 

Walter F. Smith of Trenton, N. J., 
says: “My opinion of graded commis- 
sions would naturally have to be from 
a loca) standpoint and as Trenton 
agents have not accepted the graded 
commissions offered to them by union 
companies on account of its being an 
actual decrease from what they can 
earn under the alternative flat commis- 
sion from union companies, my expres- 
sion is more theoretical than from ex- 
perience. 

“The companies quite generally claim 
an increase in cost under graded com- 
missions, but is not this increase due to 


additional clerical labor, correspond- 
ence, etc., instead of an increase in 
compensation to agents? For example, 
in the State of 'New Jersey I understand 
there are five different grades of 
graded commissions and gurely _ this 
cannot be handled without adding to 
the non-productive expense of the busi- 
ness. 

“I consider graded commissions to be 
of no benefit to the agents, generally 
speaking, and compensation should be 
based upon the ability of the agent to 
produce a profit for his principal and 
not upon the fact that owners of cer- 
tain classes of property will pay a rate 
for fire insurance that enables the com- 
panies to promise an agent extra com- 
pensation for the sale of their policies 
to the owners of this class of property.” 

Haas & Macintyre of Atlanta, Ga.: 
“There can be no question about graded 
commissions producing larger returns 
to Southern agents than they formerly 
received owing to the fact that the 
Southern agents were receiving only 15 
per cent. on all classes of business, 
while under the graded commissions 
they do not receive less than 15 per 
cent. on any class of business, This 
jucrease in commissions was highly 
necessary from an agent’s standpoint 
owing to the increased cost of doing 
business and the increased cost of liv- 
ing expenses. Rent, clerical hire, priné- 
ing, and, in fact, every expense co2- 
nected with a local agency is higher 
than formerly, while the cost of living 
in the South has increased at least 50 
per cent. in the last ten years. 

“It is no small matter to run properly 
and up to date a local agency, provided 
the local agent does his duty to hia 
companies. The responsibilities of a 
locai agent are great if exercised as 
they should be. A local agent is ex- 
pected to collect all premiums, look into 
the moral hazard of all risks written 
through his office, inspect the physica! 
hazard of these risks and assist in set- 
tlement of losses; in fact, to protect his 
companies in every respect. To do this 
intelligently and successfully requires 
experience and no small talent, and we 
can assure you that an agent is not, 
under the graded commissions, receiv- 
ing more compensation than his posi- 
tion demands.” 

M. J. Dillard of Birmingham, Ala.: “tT 
think the graded commissions have 
added to the local agents’ direct writ- 
ing about 4 rer cent. additional revenue, 
and no doubt some have been benefited, 
although the increased commissions 
paid on dwellings have created more 
agencies, and rental agents and real 
estate men, as well as building com- 
panies, have effected insurance con- 
nections that have taken from the old 
agents some of the business. It has 
had a tendency all along to create more 
agencies, as there is hardly any busi- 
ness that an agent can go into where 
the capital is furnished that he can 
make 20 per cent. profit. At the same 
time, take It as a whole, I believe that 
the local agent hag been benefited. 

“From the insurance company’s 
standpoint it has increased the cost of 
doing business, in my opinion, 5 per 
cent.,asthe business is more expensive 
to handle. The office force being 
greater, handling the daily reports and 
the accounts of the graded commis- 
sions, there being a greater amount of 
confusion and work as to the correct 
application of different risks, both in 
daily reports, endorsements and cancel- 
lations. I have always been of the 
opinion that the contingent basis would 
be equable and would bring better 
results.” 

A. Hoffman, of Mt. Sterling, Ky., 
“This method of compensation to agents 
has made quite a little difference to 
this office—about 2% per cent., and to 
our agency it has proven to be of some 
financial benefit—in the way of com- 
mission charge. However, on the 


whole we do not believe that it has 
been beneficial for the reason that it 
has increased the number of local 
agents many of whom write principally 
25 per cent. business, and each agent 





THE OLDEST FIRE INSURANCE COMPANY CHARTERED BY THE 
STATE OF NEW JERSEY (Chartered 1811) 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 





ASSETS........ raistas 4 devine piens seseeee.. -0$1,876,593.29 
CAPITAL.......... bn IP es SAN ee ee 500,000.00 
SURPLUS TO POLICYHOLDERS.......... $1,359,881.30 





Responsible Agents wanted in Cities and Towns where 
Company is not now represented 
EDGAR J. HAYNES, Jr., Pres. THOMAS L. FARQUHAR, Secy. 








THE MONONGAHELA UNDERWRITERS 


Created to protect tlie business and agents of the MONONGAHELA INSURANCE COMPANY, established 
1854 when that Company was absorbed by the AMERICAN UNION FIRE INSURANCE COMPANY 


THE PITTSBURGH FIRE INSURANCE COMPANY 


Established 1851 Of PITTSBURGH, PENNA. 


THE GERMAN FIRE INSURANCE COMPANY 


Established 1867 Of WHEELING’ W. VA. 


EASTERN DEPARTMENT 


Manhattan Life Building, Philadelphia, Penna. 
The well established record of this office for promptness and fairness will be maintained, and our 
facilities are better now than ever before. 


FRANK C. STURTEVANT, Manager 




















ATLANTIC NATIONAL 


FIRE INSURANCE CoO. 
MACON, GEORGIA 
JOHN J. McKAY, Sec’y and Manager 


A Conservative Company of Character and Permanency 


SPECIAL AGENTS 
HUGH T. POWELL, Macon GEO. W. GANTT, Jr., Macon 
W. 8S. WILKINSON, Gen’! Agt., Rocky Mount, N. C. 








SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York |# MORRIS L, DUNCAN, U. S. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 








Calumet Insurance Company 
CHICAGO 








T. A. DUFFEY 


INSURANCE 


84 WILLIAM STREET 33 


Lines BOUND and WRITTEN in Excellent Companies 
throughout United States, Canada, Mexico and Cuba 


NEW YORK 




















WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANCE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE iNSURANCE GO., of One 


i00 WILLIAM STREET - « - - New York 
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appointed (who generally makes it a 
‘side line’) reduces the income of the 
agent who makes insurance his sole 
occupation, and while, as stated, in a 
way, it has proven a benefit to our 
agency, we are thoroughly in accord 
with the plan proposed by Mr. Evans, 
of the Continental, viz., a flat commis- 
sion and a contingent, believing that 
not only the companies themselves but 
the agents will be greatly benefitted 
thereby. It is, in my opinion, the com- 
panies themselves who are to blame by 
the appointment of every Tom, Dick 
and Harry agents in the business. 

“The companies, so it seems to me, 
will appoint any agent, in their greed 
for business, regardless of his ability 
or integrity, in order to secure busi- 
ness. In place of having from ten to 
fifteen agents in a small country town, 
why not have two or three, but those 
two or three men of experience, men 
whose sole occupation was their insur- 
ance business and whose interests were 
identical with those of the companies 
they might represent? This on a 
small commission and a _ contingent, 
would be much better for the companies 
as well as pay the agents better. An- 
other thing I do not believe that eit 
is the ‘graded commissions’ that make 
the business so costly to the com- 
panies; not so much as the excessive 
commissions paid to the agents in the 
‘excepted cities.’ 

“The business, so I understand, in 
New York, Brooklyn, Philadelphia, 
Chicago, St. Louis and other ‘exceptea 
cities,’ costs from 25 to 50 per cent. In 
fact, I know of one leading company 
whose business in St. Louis costs 
them 42% per cent. I knew of an- 
other whose business in Kentucky 
costs them 42% per cent., and in addi- 
tion to this they (the company) had 
to pay their taxes, licenses, adjustment. 
expenses and other expeuses usual to 
an agency plant. 

“In conclusion we can only say that 
as the matter now stands we are in 
favor of ‘graded commissions,’ but 
when all of the companies doing an 
agency business can and will agree to 
put all their agents on a commission 
and contingent basis, doing away with 
the excessive commissions paid in the 
‘excepted cities’ then we are more than 
convinced that Mr. Evans’ plan is the 
better and would be glad to go onto 
that basis of compensation.” 

Cliff C. Hatcher, of Atlanta, Ga., “My 
experience has been very satisfactory. 
From our records it is shown that our 
net earnings from graded commissions 
have been increased 3 per cent. on our 
fire premium receipts. The agents, as 
a whole, in Atlanta, are well pleased 
with the graded commission contract, 
and I will find it working very satis- 
factorily here, as it enables us to 
handle our business more satisfactorily 
than heretofore, because expenses in 
lecal business had increased so that it 
cramped the agent to run a first class 
agency and make the profit out of it 
that he was entitled to.” 


ILLINOIS CLASSIFICATION. 


State Insurance Department Publishes 
Figures, Although Regarded as 
Valueless Information. 








The annual statement of the Illinois 
Insurance Department giving a classi- 
fication of fire risks has been pub- 
lished although the department has 
held that the information is valueless, 
and it gives the figures only in com- 
pliance with the law. 

The figures for the stock companies 
of other States, excluding the foreign 
companies and the Illinois companies, 
show a loss ratio during 1911 on dwell- 
ings and their contents of 49.1 per 
cent., on mercantile risks of 50.1 pes 
cent., on special hazards of 57.2 per 
cent.,andon all other risks of 44.6 per 
cent., with a grand total of 50.8 per 
cent, 


The loss ratios of the foreign com- 
panies were as follows: On dwellings 
and contents, 44.7 per cent.; on mer- 
cantile risks, 47.5; on special hazards, 
57, and on all other risks, 37, with a 
grand total of 48.8 per cent. The 
Home, of New York, reports the largest 
number of policies on dwellings and 
their contents, with 27,234, while the 
American, of Newark, has 25,241, the 
Fidelity-Phenix 24,891, the Aetna 23,516, 
my on 21,882 and the Royal 
1,544. 





CANADIAN COMPANY ABSORBED. 





Nova Scotia Fire to Take Over Winni- 
peg Fire—More Capital to 
be Introduced. 





The Nova Scotia Fire will absorb 
the Winnipeg Fire according to an 
agreement that has just been entered 
into between the stockholders of the 
two companies. 

More capital will be introduced and 
the new company will be operated as 
a separate concern under a Dominion 
charter. At the annual meeting of the 
Winnipeg Fire Insurance Company the 
president, R. L. Richardson, and other 
directors retired and the following 
officers were elected: President, Andrew 
MacKinlay, Halifax; vice-president and 
managing director, Arthur C. Baillie; 
J. O. Miller of Winnipeg was appointed 
secretary. 





Investigating Kingsland, N. J. Fire. 


A can of kerosene close to oil-soaked 
woodwork having been found in the 
bakery of Emilio Barbaro of Kingsland, 
N. J., burned some days ago, the matter 
has been reported to the county pros- 
ecutor for attention. It also developed 
that Barbaro thad a fire in Orange, 
some three years ago. 





A one hundred per cent. dividend has 
been paid stockholders of the Sun Fire, 
of New Orleans, La., now in liquidation. 
A further dividend of about 40 per cent. 
is expected. 








Ribbon, 
Back-Spacer, 
Tabulator 


Royal Typewriter Bidg. - 





NEW MODEL OF THE 


ROYAL STANDARD TYPEWRITER 


Two-Color <= 


PRICE, $75 


Send for ‘‘ The Royal Book,’’ 32 pages of typewriter information— 
the finest typewriter catalog ever issued. Yours for a postal card. 


ROYAL TYPEWRITER CO. 


BRANCHES IN ALL PRINCIPAL CITIES 


ei . and many new 
: oes and valuable pat- 
ented features 
that other type- 
writers do not 
have. 





NEW YORK 











‘The Leading Fire Insurance Company 
of America” 


“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85,000,000 
$28, 000, 000 





Losses Paid in U. 8. - 
EASTERN AND SOUTHERN DEPARTMENTS 


55 Joha Street 


NEW YORK CITY 








CASH CAPITAL, $5,000,000.00 





WM. B. CLARK, President 


Vice-Presidents, 
Henry E, REESs A. N. WILuIaMs 
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| GEORGE J. KUEBLER 
| Attorney - at - Law 





|| EXPERT LEGAL COUNSEL ON 


NEW MPSHIRE~ H INSURANCE MATTERS 





2ea7,310.76 | esaseoi? Briefs of the Law in any State 


946.703. 34 
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FIRE INSURANCE Co. INSURANCE 
[serene | tessa | ag ee 
33 : “+ References on Application -:-:-— 
[aisssrme Sie seas |Suite 720-29 So. LaSalle St. ,Chicago, Ill 
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TOTAL LIABILITIES $2.496,304.53 
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Do you read THE EASTERN UNDER- 








WRITER “ads”? 








They are meant for you. 





POLICY HOLDERS SURPLUS $3,229, 504.8! 
INSURANCE Co., Ltd. 


THE YORKSHIRE Yo errr cn 


Is now entered for Agency Business in New York, Massachusetts, Ohio, Illinois, Pennsylvania, New 
Jersey, Maryland, Louisi~ na, Georgia, and the Pacific Coast States, and will soon be prepared to con- 


sider other territory. 
ESTABLISHED 1824 


The “Yorkshire” is the Oldest and Strongest of the English Fire Companies not heretofore repre- 
sented in the United States. 
Ample funds have been furnished for purposes of United States deposit and investment. 


FRANK & DU BOIS, U. 8S. Managers ERNEST B. BOYD, Underwriting Mgr: 
oO. E. LANE, Superintendent of Agencies 
47 William Street, New York 
New York Life Insurance & Trust Co., U. 8S. Trustee, 52 Wall Street 








American Union Fire 
Insurance Co. of Philadelphia 
CAPITAL $500,000, FULL PAID 


(Organized and incorporated Under the Laws of Pennsylvania) 
JAMES F. STONE, President 
331-337 Walnut Street PHILADELPHIA, PA. 
Correspondence Invited from Agents Where Not Already Committed 














WHILDEN & HANCOCK 
105 WILLIAM STREET, NEW YORK 


Managers Accident and Health Department 


PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 
for New Jersey Incorporated 1868 Assets Over $18,000,000 


Third oldest American Company writing Acciden‘ and Health Insurance. 
Assets over $18,000,0U0. Stockholders’ Liability unlimited. Double 
Indemnity Clause includes while on the Platform, Steps and Running- 
Board of any public conveyance. Physicians, Surgeons, Undertakers 
and Dentists receive all benefits of preferred risk without extra charge. 
SEE OUR NEW SAMPLE PULICY. NONE BETTER. 


PACIFIC MUTUAL INDEMNITY COMPANY OF CALIFORNIA 
Incorporated 1906 
Issues the same liberal Accident and Health policies as does the Life 
Company. Territory covered—Southern New York, including New York City. 


All losses adjusted and paid through our office immediately upon receipt of satisfactory proof 
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CASUALTY AND 


SURETY HAPPENINGS 








DETROIT GONPERENCE ENDS 


W. H. JONES ELECTED PRESIDENT. 








Broad Popular Education on Insurance 
Planned — Campaign for One- 
Cent Postage. 





The Detroit Conference brought its 
convention to a close last Friday wit» 
the election of the following officers: 

President—William H. Jones, Boston, 
president of the United States Indem- 
nity Company and general manager of 
the Equitable Accident Company. 

First Vice-President—H. B. Hawley, 
Des Moines, la., president Great West- 
ern Accident Association. 

Second Vice-President —H. D. Huff- 
aker, president and manager Interstate 
Life & Accident, Chattanooga, Tenn. 

Secretary—C. S. S. Miller, assistant 
to the president, Continental Casualty 
Company, Chicago. 

Treasurer—C, H. Brackett, president 
Hoosier Casualty Company, Indianapo- 
lis, Ind. 

Executive Committee—R. R. Koch, 
chairman, president of American As- 
surance Co. of Philadelphia; A. E. 
Forrest, vice-president and general man- 
ager North American Accident Co., 
Chicago; J. B. Pitcher, president United 
States Health and Accident, Saginaw, 
Mich.; F. L. Miner, president Bankers’ 
Accident, Des Moines, Ia.; W. H. How- 
land, secretary Fidelity Accident Co., 
Saginaw, Mich.; E. G. Robinson, presi- 
dent National ‘Masonic Provident Asso- 
ciation, Mansfield, Ohio; C. P. Orr, 
president Southern Mutual Aid Asso- 
ciation, Birmingham, Ala. 

Bureau of Publicity and Education— 
W. G. Curtiss, president National Casu- 
alty, Detroit; A. E. Forrest, vice- 
president North American Accident, 
Chicago; G. L. McNeill, president Massa- 
chusetts Accident, Boston; R. P. Shorts, 
vice-president United States Health & 
Accident, Saginaw, Mich.; C. A. Craig, 
president ‘National Life & Accident, 
Nashville, Tenn.; V. D. Cliff, president 
Federal Casualty, Detroit; A. J. Simp- 
son, president American Miners’ Acci- 
dent, Indianapolis, Ind. 

By materially increasing the mem- 
bership dues the conference has raised 
a fund of between $15,000 and $20,000 a 
year for publicity purposes, and will 
employ a salaried secretary to educate 
the general public on insurance matters 
and disseminate information concerning 
workmen’s compensation laws and State 
insurance. A committee of three com- 
panies will prepare a new manual of 
classification on insurable cccupations, 

Assistant Secretary William A. Gibson 
of the National One-Cent Postage Asso- 
ciation, told on Thursday of the cam- 
paign for reduced first-class postage 
rates. The Detroit Conference com- 
panies will work for this movement. 
The North American Accident Associa- 
tion of Saginaw, Mich., applied for 
membership in the conference. 

Work of Past Year. 

The general report of the executive 
committee was read by Chairman Wm. 
H. Jones, manager of the Equitable Acci- 
dent of Chicago. It referred to the vital 
importance of the educational and pub- 
licity bureau. 

The executive committee, working in 
conjunction with the grievance com- 
mittee, has made fine progress during 
the last year in putting down the preva- 
lence of rebating and twisting. ‘Chair- 
man Jones again urged most strongly 
concerted action upon the part of the 
companies for a uniform manual of 
classification. The records of the com- 


panies have recently proved, he says, 
that the rating of many occupations 
is very erroneous and many of them 
are carried for years at an absolute 
loss. 

The report of the bureau of publicity 
of the international association was then 


read by Chairman A: J. Simpson, show- 
ing the flood of insurance legislation 
during the past year. The work of the 
educational bureau was still further out- 
lined in the report of the committee on 
that subject by Secretary C.S. S. Miller. 
The necessary changes in the by-laws 
and constitution of the organization 10 
provide for such a bureau were passed 
on to a special committee which will 
report later, composed of R. P. Shorts, 
Martin Cornelius and L, H. Fibel. 

The possibilities of agency organiza- 
tion of public welfare were strikingly 
outlined in an address by President R. 
R. Koch, of the American Insurance 
Company of Philadelphia. 


A resolution was unanimously passed 
giving the executive committee power 
tu handle the proposed merger of the 
Southern Casualty and Surety Confer- 
ence with the Detroit Conference. 

The shortcomings of workmen’s com- 
pensation laws were shown in an able 
paper by Assistant General-Attorney M. 
P, Cornelius of the Continental Casualty 
Company, who proved by actual results 
in States where these laws are not 
affected that while they are most al- 
truistic in their idealism they are not 
at all practical or economic in protect- 
ing workingmen against the dangers of 
their occupation. 

Secretary C. W. Ray, of the Hoosier 
Casualty Company of Indianapolis, read 
an instructive address showing how 
companies could conserve the efforts of 
their agency forces and themselves by 
proper attention to details and closer 
conservation of the fundamental prin- 
ciples involved in the accident and 
health insurance business. 


Compensation Laws. 

On tke subject of the compensation 
laws, Mr. Cornelius said in part: 

“These new compensation laws do not 
compensate anybody unless he is hurt 
during the time he is at work. They do 
not compensate him if he is hurt while 
not at his place of work. This means 
that more than three-fourths of a man’s 
time is not covered. Sundays and holi- 
days are not covered. When a man is 
at home or on his way to or from work, 
or on trains, elevators, boats, etc., he 
will not be compensated for any acci- 
dents; that is to say, for about half of 
the accidents reported no worker will 
get any compensation. 

“These laws do not provide any com- 
pensation for disability due to illness. 
They do not compensate anybody for 
any injury that does not disable him for 
at least one week; about half of them 
do not cover the first two weeks of dis- 
ability. That means that freight brake- 
men, for example, will not be compen- 
sated for three-fourths of their injuries. 

“The amount of compensation which 
may be recovered under the compensa- 
tion laws of the various States varies 
materially. The families of men doing 
the same work who are killed while at 
work receive $1,000 more in some States 


(Continued on page 17.) 
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ASSURANCE CO. 


of Toronto, Canada 

















UNITED STATES BRANCH 
January 1, 1912 
DI: 5 5c cnchvesiesrecosenes ,... $2,404,810.30 
Wurwens ta VB Bi. cccccsctiesiscssces 1,027,308.85 
HON. GEO. A. COX, President 
W. R. BROOK, Vice-President 
W. B. MEIKLE, Gen. Manager 





Surplus Lines — London Lloyds 


Guaranteed Underwriters Only 


We can furnish you two policies covering up to $60,000 on a single 
risk in seventeen (17) syndicates composed of 116 guaranteed 
names of London Lloyds Underwriters that accept American fire 
business through our office. Immediate binders given; 10% 
commission paid. If you are short of insurance send us full 
information, including list of the principal represented companies 
and amounts they carry. 

We invite your patronage and promise careful attention to 
your interest. 


MARSH & [IcLENNAN 


New York Office, 19 Cedar St. Chicago Office, 159 La Salle St. 








LOGUE BROTHERS & Co. 
307 FCURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 


MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CoO. 








FIRE ASSOCIATION PHILADELPHIA F 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual 
Cash Capital $750,000 Assets $8,989, 219.63 


E. C. IRWIN, President T. H, CONDERMAN, Vice-President 
M. G. GARRIGUES, Sec. and Treas. 
R. N. KELLY, Jr., Asst. See. and Treas. 











1817 








INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 





RICHARD D. HARVEY 
United States Manager 


United States Branch 
92 William Street, New York 








THE NORTH -RIVER 
INSURANCE CO. 


OF NEW YORK 
95-97-99 William Street, N. Y. City 


CRUM & FORSTER 


GENERAL AGENTS 
NORTH RIVER INSURANCE CO. BUILDING 


ASSETS 
12-31-11 
$1,149,468 
840,845 
1,046,940 
660.716 


Empire City Fire Ins. Co., Inc. 1850 
Nassau Fire Insurance Co., Inc. 1852 
United States Fire Ins. Co., Inc. 1824 
Dutchess Fire Ins. Co., Inc. 1906 
(Where not locally represented) 


FOR NEW YORK CITY 





INCORPORATED 1822 


TOTAL ASSETS DEC. 31, 1911] AACHEN & MUNICH FIRE INS. CO. ua 
$2,389,805.24 JEFFERSON FIRE INS. CO. 











Nord-Deutsche 


INSURANCE COMPANY 


OF HAMBURG, GERMANY 
ESTABLISHED 1857 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, Unrtep States Manacer 


Agents Wanted in Principal Cities and Towns 
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BANK DEPOSIT INSURANCE 


MUTUAL PROJECT IN WISCONSIN. 





Plan of Company Formed by Bankers 
to Transact This Class of 
Business. 





At a recent convention of the Wis- 
consin Bankers Association held in 
Milwaukee, a plan was submitted for 
the formation of a company, to be 
known as the Bank Deposit, Limited, 
Mutual Insurance Co. for insuring bank 
deposits. H. A. Moehlenpah, cashier 
of the Citizens Bank of Clinton, Wis., 
was chairman of the committee having 
the matter in charge and in describing 
the project he said: 


This is not a guaranty plan; it is a mutual 
insurance plan. The name is the Bank De- 
posit, Limited, Mutual Insurance Co., and the 
important part of it, “Limited and Mutual’ 
is fixed by statute. At least 200 banks must 
join before the company can operate. That 
also is fixed by statute. No assessments are 
possible. We can transact no other business 
than the insurance of bank deposits. The 
maximum policy that canbe written, cannot 
be over three times the average policy. ‘Nhe 
officers of this company will be the same as 
those of any company. The duties of the 
directors and officials are about the same. 
H uarters will be at Madison, in order 
that the company may be in close touch with 
the banking commissioner and the insurance 


co oner. 


The management is vested in a board of 
directors, consisting of nine, one chosen from 
each group of the Bankers’ Association, and 
one at large. No bank, no matter what the 
size, has more than one vote. Bach bank 
at the beginning and throughout the manage- 
ment of the company, delegates by resolution 
a person who will represent that bank at 
the annual meeting. The stockholders will 
meet once a year unless called together for 
special meeting. Any bank, National, state 
or trust company, in Wisconsin may become 
a member. Its application for insurance will 
operate automatically within .30 days, unless 
some objection arises; and when a postpone 
ment has been had, such postponement on 
any application for insurance by any bank, 
may be continued for periods of 60 days, but 
in the total not to exceed a year, unless 
seven-ninths of the board of directors author- 
ize such further postponement. 

One of the important points is the question 
of premium. One quarter of one per cent. 
of the average deposits is the basis, the av- 
erage deposit being determined by the last 
previous five published statements. ‘This one- 
quarter of one per cent. is charged to ex- 
pense by the bank, credited upon the books 
of the bank, and the amount of the premiums 
received bears interest at 3 per cent.. and is 
only drawn wpon pro rata as the needs of 
the company for current expenses or losses 
may require. This premium does not leave 
your bank. It is paid semi-annually, July 
ist and January ist. The interest on that 
premium is credited likewise upon the books 
of the bank. | think briefly and plainly I 
have stated what the premium is. If the 
bank has $200,000 of deposits its premium 
will be $500, charged to expense, credited to 
the account of the company upon the books 
of your bank and cannot be drawn from your 
bank except pro rata to pay current expenses 
and any losses that may occur. That much 
for the premium account. 

The surplus account: Each bank joining 
this company will contribute at the outset to 
the surplus account that it may be amply 
secure to start with, one-half of one per 
cent. of the average deposits. Therefore your 
bank will contribute, where you have average 
deposits of $200,000, $1,000 to the surplus 
funds of this company; but the insurance 
company gives back to you a note for this 

,000. The proceeds of that note are also 
credited to the account of the company on 
the books of your bank. The note of the 
company will draw 8 per cent.; the deposit 
will draw 3 per cent.; one offsets the other. 
This surplus account, if losses occur, may be 
drawn upon likewise, pro rata. This note is 
not payable under five years, It is not pay- 
able at all until the surplus fund accumu- 
lated from the premium account equals twice 
the amount of the surplus notes outstand- 
ing. Then the company will retire the sur- 
plus notes. 

The examinations of the applying bank will 
be by auditors chosen because of their bank- 
ing ability or their ability to audit a bank, 
rather than because of any other qualifica- 
tion. ‘They will examine a bank at the ex- 
pense of the company. The bank in apply- 
ing for insurance agrees and consents to give 
over to the company any information, any 
documents, any paper, anything connected 
with the running of that bank that the ex- 
aminer or the directors of this company see 
fit to call for or ask for. They agree in 
applying for their insurance, and the policy 
is made a part of the written application, to 
do these things, te conform to the by-laws. 

Liquidation is had in the ordimary way ac- 
cording to law, within 30 days after the fail- 
ure of any bank; and provision is made that 
before any accounts against the company are 
certified to, all legal set-offs by way of notes 
owing to the bank, endorsements or guaranty, 
shall first be deducted from the accounts, 
certified to, and paid in the ordinary way. 

The company can cancel a policy upon the 


consent of the banking commissioner or. 
Comptroiier of the Currency, six mouths 
written notice to be given all depositors if 
banks desire to cancel. 


‘Now with reference to the safeguards: 
first, we have in this State no private banks; 
we have State and national supervision now 

ing more and more ef- 
The State banking commissioner 
makes three examinations now annually. As 
I understand, the department has two men 
whose duty and only duty is to go about 
the State attending to the weak points in the 
State banking system. 

Another safeguard: The deposits of any 
bank that pays over 3 per cent. cannot be 
insured. 

Notice of any change of ownership in bank 
stock must go forward on the day of the 
transfer of the stock upon the books of the 
bank. ‘That notice of transfer must go for- 
ward that day to the office of the insurance 
company. Any change of management, di 
rectorship or ownership of any given bank, 
the insurance company will have immediate 
notice of. Amy deposit otherwise secured is 





not covered in this insurance. Any deposit 
on which you have given a private bond or 
a company bond, is not covered by the insur- 
ance, All officers of any bank, any employee 
of any bank that has the handling of the 
funds of that bank must be bonded. If the 
deposits of any bank go above the ratio of 
10 to 1, the premium rate is increased. All 
certificates or pass books, or any evidence 
of debt of ~ bank to a depositor, shall bear 
the printed stamp or notice thereon that the 
insurance only applies when all their 3 per 
cent. interest is paid. 

e company has all oversight, and the ap- 
plying bank agrees to it, as to any advertis- 
ing that the bank may put out regarding in- 
surance, or the insurance company, or the 
insuring of bank deposits. 

The committee of course during the year 
discovered as they have approached this im- 
portant program in Wisconsin and have real- 
ized, that some amendments nfust be made 
to the banking law, that the insurance com- 
pany and the banking business in general 
may be protected and further safeguarded. 

They recommend therefore the establish- 
ment of a banking board, with the State 
commissioner as chairman, consisting of at 
least three men, one these men to be 
chosen or designated by the Bankers Associa- 
tion. To this board will go all applications, 
first, for bank charters before being granted. 
that the needs of the community for another 
bank may be studied before a charter is 
granted, and the present facilities understood 
before a charter is granted. We believe we 
ought to have this Banking Board as soon 
as we can get it, anyhow, no matter what 
you do with the insurance program. 

Second, we would make another recommen- 
dation, that the ratio of capital and fixed 
surplus to deposits be determined by statute 
—S8 to 1, or 10 to 1—that it he fixed and 
that where deposits go above that ratio, the 
capital stock must be at once increased. 

Whether you like it or not, this so-called 
progressive idea is rampant, not only in Wis- 
consin but over this entire country. It is 
not for us to say to-day we will adopt this 
plan, or any plan, just because of this idea— 
I don’t like the word exactly but I will use 
it—this so-called progressive idea, but it is 
in the minds of the people, or the leadership 
of the people. This plan is before us for 
our choice of one of two programs in Wis- 
consin: Of guaranty of bank deposits, such 
as they have in Oklahoma, or the mutual 
insurance of bank deposits under some such 
plan as we submit. 

We have a condition, not a theory in Wis- 
consin to meet. We are face to face with it. 


At the recent convention in Milwaukee of 
the Democratic party there were nearly a 
thousand delegates present, and in that con- 
vention I dare say there were at least 50 
bankers of Wisconsin—at least 50 men as 
delegates—we were surprised when the Reso- 
lutions Committee brought in as a recommen- 
dation in their platform, the simple plain 
statement, we favor the principle of the 
guaranty of bank deposits. On the morning 
of the second day as I read that in one paper 
in Milwaukee, I went before the Resolutions 
Committee and protested as strongly as I 
could against the discourtesy of not recog- 
nizing what the bankers themselves were try- 
ing to do along the line suggested in our plan. 
I protested—it seemed that that was enough 
—so that the committee added to that reso- 
lution, as I saw by the evening paper, that 
they commended the efforts of the Wiscon- 
sin bankers which were being made along the 
Hine of mutual insurance of bank d ts. 
You may be sure of this, that the platform 
of the Republican party when they meet will 
have a like clause. Personally I have no 
brief for them or for any other party or for 
any politician. I want to acquaint you with 
what I believe to be the real facts. 

Now, the insurance plan is feasible. From 
1897 to 1911, with a total deposit of $1,216,- 
610,000, the total losses in Wisconsin in Stat 
banks, through failure, to depositors, t- 
ed to $308,000 or 24-1,000 of 1 per cent. Dur- 
ing the past nine years, or since the present 
State Banking Law went into effect, whereby 
private banks were wiped out and we had 
nothing but National and State banks; under 
the State Banking Law, during this period of 
time, there has been a total loss of only 
$55,000 to depositors. BF gas. this last 
period is the best criterion. go by. 

Now, the average policy, as determined by 
the State Banking artment, would be 
about $210,000—the average policy—meaning 
that that is the average t. The max- 
imum policy therefore woukd be $630,000. 
300 banks only go into this proposition at 
the start, we will have a premium income 
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the first year of $157,500. Keep in mind the 
loss in nine years was only $55,000 in total 
in State banks. 

Now, you would naturally ask the question 
as to the application and disposition of this 
$157,500. Three hundred banks are in this 
company. I take it that we could pay every 
loss—couldn’t we? We could pay all the ex- 
penses with $57,500. Some one says, that you 
cannot tell about the losses—no, we cannot. 
We only have the history of the past nine 
years to go by. It takes in some trying 
times and periods in the history of the State 
of Wisconsin as well as the nation. It takes 
in some trying times in the general condi- 
tions in Wisconsin. And during this nine 
years general conditions have been getting 
better instead of worse. Now, if we had 
$57,500 to use for current expense and to 
apply to loss, we would still have $100,000 to 
go to the surplus fund. If the surplus fund, 
or the notes that made the surplus fund, 
amounted to $315,000, in the period of three 
years we could retire those surplus notes. 1 
figure that we could in five years keep our 
surplus fund intact, return the surplus notes 
and pay a dividend on the premium contribu 
tion to every bank of at least 30 to 40 per 
cent. 

If the advertisement or the prestige that 

the insurance policy would bring to your 
bank in your community would add five per 
cent. to your deposits, your $200,000 bank 
would increase its deposits $10,000 and that 
$10,000 loaned at five per cent. would pay 
our annual premium. 
Ke want to tee to you that I believe the 
insurance policy program will be understood 
by the average man on the other side of 
the bank counter better than the guaranty 
plan. Your depositor has a fire insurance 
policy; your depositor is a member of some 
mutual fraternal life insurance company, oT 
holds a policy in some old line life company. 
When he understands that his deposit is ab- 
solutely insured, it means something that 
you can carefully calculate in dollars and 
cents. or in prestige, what that will do for 
your bank in time of stress, in time of panic, 
in time of trouble, which we too seldom think 
about. 


FORMS NEW LIABILITY BUREAU. 








Boston Casualty Board Will Have 
Clearing House for Business— 
Registrar in Charge. 





The Boston Board of Casualty Un- 
derwriters will establish a new bureau 
which will act as a clearing house of 
its business. It will be in charge of a 
registrar and have to do with rates and 
other matters. The arrangements are 
in the hands of a committee of five, of 
which Samuel Appleton, manager of 
the Employers’ Liability Assurance 
Corporation, is chairman. It is expect- 
ed that the committee will announce 
the name of the registrar to-morrow. 





Furniture Manufacturers Form Mutual. 





The Furniture Manufacturers Asso- 
ciation of Grand Rapids, Mich., has 
formed a mutual insurance company to 
take over the compensation payments 
provided for in the new workmens 
compensation law of that State. 

Under the liability law in order to 
form an employers’ mutual insurance 
company under the act providing for 
the organization of such companies ii 
is necessary that the organization show 
employes to the number of 5,000. The 
firms represented in the Furniture 
Mutual Insurance Company employ an 
aggregate of 7,000, and the payroli 
amounts to over $4,500,000 annually. 
The officers and directors of the new 
company are: President, Charles R. 
Sligh; vice-president, F. Stuart Foote; 
treasurer, John Hoult; secretary, Fran- 
cis D. Champau, 
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DETROIT CONFERENCE ENDS. 





(Continued from page 16.) 

than the families of other workmen, 
similarly engaged and killed in the same 
manner,,would receive in other States. If 
a man is disabled through an accident 
that happens while he is at work, under 
most of these laws he will not receive 
more than one+alf of his average 
previous earnings, and often it will take 
an expert accountant to figure out how 
much he is entitled to, if anything. 

“Imagine the conditions which are 
likely to come about in this country 
where we shall probably have in the 
near future 40 different laws, based 
upon different theories of compensation, 
some on the English, some on the Ger- 
man, and some on the so-called Nor- 
wegian theory. In England there is one 
law which must be construed by the 
same courts, Upon any one of the in- 
numerable questions which must neces- 
sarily arise, being once decided, both 
employers and employes know what the 
law means, in that one respect at least. 
Here the situation will be entirely dif- 
ferent. ‘Chaos is bound to exist for 
many years. 

“The effect of the compensation law 
in England and elsewhere has been to 
throw many men out of employment 
because of a slight physical defect, such 
as a missing finger or thumb, or slightly 
impaired eyesight, hearing or lameness. 
As a result, many men, by no means 
old, have been prevented from earning 
a livelihood. as their employers were 
afraid to take a chance under the com- 
pensation law.” 





Adjuster for Southwestern Surety. 





Vice-President Brooks of the South- 
western Surety Co. of Galveston, has 
appointed E. Mitchell chief adjuster for 
all casualty and surety lines. Mr. 
Mitchell is a member of the bar of 
Indiana, Illinois and Washington, and 
was located at Seattle for a number 
of years in the service of the Empire 
State Surety Company in the adjust- 
ment of its liability and surety claims. 
For the last year he has been located 
at San Francisco as Pacific Coast at- 
torney for the Empire State Surety. 
Mr. Mitchell’s experience in casualty 
and surety investigations and adjust- 
ments has extended over a number of 
years, he having been employed by the 
Aetna Life and the Travelers previous 
to his connection with the Empire State. 
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COMPENSATION LAWS YARY 


TABULATION SHOWS DIVERGENCE 








Aetna Life Makes Summary of Liabil- 
ity and Workmen’s Compensation 
Laws in all States. 





A tabulation giving a comprehensive 
summary of the liability and work- 
men’s compensation laws that have 
been passed in the various States has 
been prepared by the Aetna Life. It 
shows that employers’ liability or work- 
men’s compensation laws have been 
enacted in 19 States these being: 
Arizona, California, Illinois, Indiana, 
Kansas, Louisiana, Maryland, Massa- 
chusetts, Michigan, Nevada, New 
Hampshire, New Jersey, New York, 
Ohio, Oregon, Rhode Island, Vermont, 
Washington and Wisconsin. 

In the column adjoining the list of 
States are the industries affected under 
this legislation in each comnionwealth. 
The schedule next gives the defenses 
abrogated by these laws, and the sys- 
tem provided for, whether elective, 
compulsory on their employe or em- 
ployer’s liability. It also is shown 
whether special contracts are permitted 
to be entered into in relation to com- 
pensation. 

The table goes on to show in what 
States the cost is on the employer or 
employe, the disability necessary for 
compensation, the compensation limit 
in case of death, payments for dis- 
ability, total and partial time for notice 
claim, how disputes may be settled and 
in what States suits for damages are 
permitted, even when compensation 
legislation has been enacted. 

The schedule reveals wide divergences 
in the laws of the State and the 
pressing need of uniformity in this 
legislation. In Maryland, for instance, 
none of the common law defenses 
against liability are done away with 
although the reverse is the case in 


practically all the other States which | » 


have adopted workmen’s compensation 
laws. The elective system is provided 
for in the majority of States, but 
there is variety enough to suit any- 
body in the manner in which election 
is made. 

In Arizona the employer is supposed 
te accept the law in the absence of 
his notice to the contrary and the 
same applies to the employe. In 
California the employer files acceptance 
in writing with the industrial board 
while the employe’s consent is pre- 
sumed if the employer accepts. The 
Illinois statute presumes the consent 
of the employer without written notice. 
In Kansas the employer must file 
written notice with the Secretary of 
the State. So must the employe. The 
Maryland employer and employe must 
sign a contract. Under the Massa- 
chusetts law the employer signifies 
acceptance of the act by process of 
taking out insurance and notifying the 
industrial accident board, the employe’s 
acceptance being presumed under such 
circumstances. 

In New Hampshire the employer is 
required to file his acceptance in 
writing with the commissioner of labor 
and give a bond or proof of financial 
ability. In Ohio the payment of pre- 
mium is sufficient, while in New Jersey 
acceptance of the act is presumed in 
the absence of written notice to the 
contrary. Under the Rhode Island 
statute the employe is bound by the 
employer’s acceptance unless he notifies 
the employer to the contrary within 10 
days. 

Provisions for compensation, whether 
for death or disability, differ in amount 
in practically every State. The same 
is true of the methods for settling 
disputes. In nine commonwealths suits 
for damages are still permitted as under 
the former laws, provided the employer 
was negligent or violated the safety 
laws. In Nevada the old style damage 
suits are permitted if the employe elects 
even after the accident. 





WISCONSIN’S COMPENSATION. 





State Commission Issues Report Show- 
ing Operation During First Year— 
Accidents Totaled 5,241. 





In its first annual report the Wiscon- 
sin State Industrial Commission which 
has charge of the operation of the 
workmens compensation law, says: 
“The compensation act on the whole is 
of substantial benefit to employers and 
employes who avail. themselves of its 
provisions. It is likewise of substan- 
tial benefit to the employes of those 
employers who do not accept its provi- 
sions. In such case the employe has 
two chances of recovering for injury 
where he had but one before. No one 
act of any legislature in Wisconsin has 
done so much to benefit the workmen 
as this act. Compensation acts in this 
country are here to stay. Their worth 
has been proven in every civilized 
country. We present a table in this re- 
port showing the States that have com- 
pensation acts and those that have 
them under consideration. It will be 
seen that the employer who pays com- 
pensation will soon be able to carry it 
into the cost of his product, and thus 
distribute it on the consumers as a 
whole. When this is done it can be no 
more hardship on the employer to pay 
compensation than to pay for a broken 
machine.” 

A total of 5,241 accidents, each hav- 
ing occasioned a disability of more than 
seven days, was reported to the com- 
mission the first year. These accidents 
were reported by 1,115 separate con- 
cerns. The tabulation of the accidents 
shows that saws were the cause of 
more casualties than any other kind of 
machine or device, 247 persons having 
been injured by coming in contact with 
the teeth of these instruments. There 
were 1,102 persons hurt by being hit 
by objects, by collapses or falls, of 
which 600 were hurt loading or hand- 
ling heavy objects. In the list of those 
injured by machines, 175 were hurt on 
presses. 


FORM MICHIGAN MUTUAL. 








New Compensation Law Provides for 
Organization of Co-operative 
Liability Company. 





The Michigan Workmens Compensa- 
tion Mutual Insurance Co. is being 
organized with headquarters at Detroit, 
as provided for in the new law of that 
State. The committee in charge of the 
details comprises: Charles H. Gifford, 
treasurer of the American Blower 
Company; Roy D. Chapin, president of 
the Hudson Motor Car Company; H. 
J. Hayes, president of the Hayes 
Manufacturing Company, and C. Haines 
Wilson, secretary and treasurer of the 
Wilson Body Company. 

The purpose of the organization is 
to mutually indemnify its members on 
an actual net cost basis for compensa- 
tion liabilities and expenses of medical 
aid imposed on employers under the 
new workmen’s compensation act, in 
connection with injuries which may be 
sustained by or cause the death of 
employes. The new act becomes opera- 
tive September 1. 

Starting with more than double the 
number of employes specified as actual- 
ly necessary in the act which provides 
for the formation of such a mutual 
organization, and with a payroll ap- 
proximating $10,000,000, it is hoped the 
new company will be able to operate 
at a comparatively low expense ratio. 
The board of directors will include 
representative employers connected with 
leading Michigan industries, who will 
select the principal executive officers 
and have general direction of the 
operations of the company. Experi- 
enced insurance men are to be secured 
to undertake the actual management. 





R. L. Dutton has been elected presi- 
dent of the reorganized Casualty Under- 
writers Association of St. Louis. 


A. F. Marks has been appointed as- 
sistant fire marshal of Louisiana. 
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SPECIAL TALKS WITH LOCAL AGENTS 





The convention period of 


Bonding nearly all fraternal so- 
Fraternal cieties is over, and be- 
Officers. tween now and January a 


large number of these 
societies will be prepared to place with 
some surety company bonds covering 
their officers. 


Some of these societies are no doubt 
located in your territory, and if you 
can bring infiyence to bear upon the 
officers, you can control a large share 
of this business, because this company 
makes a specialty of fraternal bonds. 


You will also find by investigation 
a large amount of fraternal business in 
your territory among beneficial so- 
cieties and other social organizations, 
the officers of which are independent 
of any supreme body, and place bonds 
covering their officers with any surety 
company they desire to favor. 


This class of business may not seem 
worthy of attention, but it is neverthe- 
less very profitable and the aggregate 
premiums in a year amount to a large 
sum of money. It is therefore desirable 
that agents solicit all the fraternal busi- 
ness possible, particularly applications 
for smal] bonds. 


Remember that time you spend so- 
liciting fraternal bonds is well spent, 
and will pay you in many ways if you 
seize the opportunities it offers for de- 
veloping other lines which we write.— 
u. S. F. & G. Bulletin. 


“The insurance business 
Opportunity more than almost any 
in your other has the latchstring 
Business. out for capable men, says 
H. V. Price in The U. S. 
Health and Accident Record. In fact, 
the door stands open; no time need be 
spent in repeated knockings. When an 
energetic man shows his desire to en- 
ter, the most influential and successful 
workers within are always ready to ex- 
tend him a hand of welcome. Managers 
are on the lookout every day for men of 
energy and intelligence. There are big 
positions to fill; positions that pay good 
salaries, and managers are searching 
the country for the right men. 


“There are few things that give more 
satisfaction than to put into one of 
these positions a young man who has 
proven his worth. Such men are hard 
to find. Why? Because so many men 
would rather get along with little than 
work for much. They have no real am- 
bition; they are willing to stay in a rut 
and just keep their heads ‘above water.’ 
They look with envy upon the man who 
has made a success, but would never 
undertake the work that the later has 
had to do to attain his position. There 
is an over supply of these men. Many 
of them are useful, of course, in their 
narrow spheres, but they are not in de- 
mand. 


“He who is fired with the indomitable 
determination to succeed, and is willing 
to put forth his best energies to climb 
to the top, is the one who is in demand 
in the insurance buiness. I find today 
that many insurance men have met 
with marked success and are making 
more money than most professional or 
business men. They have not been the 
highly educated ones nor their’s the 
most brilliant minds, but the men with 
the most energy and ambition. I often 
come in contact with young men whom 
1 am able to read sufficiently well tc 
know that they feel handicapped at the 
-outset of life, because they meet a good 
many others who seem to be much 
cleverer than themselves. There is a 
strong hope for the young men who 
thus realize their shortcomings, for 
they usually know that to succeed they 
must work hard. It requires hard work 
to bring forth any great result, and no 
man enjoys himself as much as when 
he has done his work successfully. 
With this idea firmly fixed in mind, men 
frequently get much higher up than 


"al 


their quicker and more self-satisfied as- 
sociates. My experience has taught me 
that cleverness counts one point in the 
race, as against nine points for energy. 


“Nothing depends on favcr, but all 
upon yourself, and in order to succeed 
you must get out among the people, and 
make a house to house canvass. Busi- 
ness will not come to you as in some 
vocations of life; for instance as to 
doctors and lawyers. There fs always 
en unlimited amount of material to 
work on, and the only way to get the 
business is to go after it, and not sit 
idle and wait for it to come to you. 


“The number of young men that are 
arriving at the insurable age con- 
stantly, make an abundance of pros- 
pects to work on. People at this day 
and age are educated to know that 
health and accident insurance is a 
necessity, and if we start with a de- 
termination to win—and then stick to 
it—success will be the result of our 
efforts. 

“You need not have a great deal of 
education, nor be above the normal in 
intellect. All you need is ambition and 
the ability to work and close a bargain. 
Such a man can make a good living in 
the insurance field, and if he shows 
energy above the average, will, in all 
probality, sooner or later find himself 
a general agent, with many men under 
his supervision, and may eventually be- 
come an officer of a company, with 
power and large rewards financially. 
There is no limit for the man with the 
‘goods.’ ”’ 


How threadbare and futile is the cry 
from the field—‘“My territory is all 
worked out,” says a writer in The Na- 
tional Casualty Record. How often 
there will float in to the home office 
that refrain—‘“I’ve got the hardest ter- 
ritory in the country!” Territory is 
iike work. Something else is always 
easier than what you have. Forget it! 
None of it is easy and none of it is very 
hard. The real truth of the situation is 
that no territory is thoroughly worked. 
It is all gone over, perhaps, but only 
for the purpose of picking up the easy 
things—soft spots—ready money. 

Not long since we had the finest 
possible illustration of our point—viz., 
that no territory is thoroughly worked. 
The illustration came in a court room. 
A case involving two companies—both 
engaged in accident and health insur- 
ance—one a local company with home 
office in that city for twenty years, the 
other a foreign company with State 
headquarters in that city. A jury was 
chosen from twenty veniremen, each 
#nd all of whom were examined. They 
were well assorted, about as follows: 
Manufacturer, night watchman, ship- 
ping clerk, coal dealer, elevator man, 
advertising solicitor, car repairer, paper 
salesman, freight handler, plumber, 
grocer and real estate dealer. That’s 
a vretty fair range of occupations, isn’t 
it? 

The same is true of all other terri- 
tory. The fault is with the solicitors. 
They drop into the habit of covering 
the same beaten trails right along. 
Take some of them around the corner 
and they would be lost. The thing to 
do is to get busy and advertise. Make 
every man know your company, even 
if he doesn’t place his insurance with 
you. Get yourself well identified as the 
most active, most reliable, and most 
prominent man in your line of business. 
Let the public know where to find you: 
Let it know what you have to sell. 
Work on the man who doesn’t think he 
needs protection. Teach him its ad- 
vantages. Keep information of what 
your company is doing in circulation. 
Use the disasters recorded in the paper 
every day for a text. Cover your ter- 
titory, highway and by-way, factory, 
mill, shop, store, office and home. Get 
them going and coming. Every man’s a 
prospect until you prove that you can’t 
land him. Your territory has not been 
worked out. It has only been pros- 
Open it up fully. 





DON’T BE MISLED 


into thinking that INDUSTRIAL HEALTH and ACCIDENT BUSINESS 
is not essential in the FULLY EQUIPPED INSURANCE OFFICE. 
INDUSTRIAL POLICIES ARE NOT INDUSTRIAL WORKERS ALONE 
THEY ARE THE PROSPECT WHO IS UNWILLING TO IN- 
vaug A LUMP SUM IN HEALTH AND ACCIDENT INSURANCE 
HEY FIND A READY SALE and FURNISH PROTECTION JUST 
WHERE IT I8 NEEDED. 
WILL PAY ANY AGENT TO ae A SOLIGITOR AT WORK EX- 
CLUSIVELY ON THIS CLASS OF BUSINESS. 

THE MASSACHUSETTS BONDING and INSURANCE Co., 
the LARGEST and STRONGEST COMPANY WRITING THIS FORM OF 
INSURANCE. IT CAN TELL YOU HOW TO MAKE MONEY OUT OF IN- 
DUSTRIAL or SEMI-COMMERCIAL BUSINESS. 

83 Communicate With the Manager of Our Industrial Department 
IT WILL PAY YOU TO DO BUSINESS WITH THE 
MASSACHUSETTS BONDING & INSURANCE Co. 
77-85 STATS STREET, BOSTON, MASS. 
FALVEY, President 
FIDELITY and SURETY BONDS, BURGLARY INSURANCE, . 
WORKMEN’S COMPENSATION, AUTOMOBILE, HEAL 
ACCIDENT, and PLATE GLASS INSURA iNCE 











The Fidelity & Casualty Company of New York 


92-94 Liberty and 97-108 Cedar Streets. New York City 
Ct... 5 sch seu ash eeus gances botesees .++-- $10,678,673.37 


Capital and Surplus.......................... 3,124,412.06 
Lesses paid to June 30, 1912........... 39,481,720. 02 
This Company grants insurance as follows: 


Fidelity Bonds, Surety Bonds, Burglary, Plate Glass, Steam 
Boiler, Fly Wheel. Employers’ Liability, Public, Teams, Auto- 
mobile, Workmen’s Collective, Workmen’s Compensation, Elevator, 
and General Liability, Personal Accident, Health, Physicians’ 
Liabilitv, and Druggists’ Liability. 








FIDELITY AND SURETY BONDS 


INTERNATIONAL FIDELITY INSURANCE 
COMPANY 


CASH CAPITAL - - $300,000 
HOME OFFICE: 15 EXCHANGE PLACE, JERSEY CITY, N. J. 
The only Surety Company Organized under Laws of New Jersey 
This Company is not a party to any agreement for control of rates 
BILLINGTON, HUTCHINSON & COMPANY 


GENERAL AGENTS 
3 South William St., New York City 425 Walnut St., Philadelphia, Pa. 








Southwestern Casualty 
Insurance Company 
SAN ANTONIO, TEXAS 
Capital & Surplus ‘. r $290,000.00 


President, T. A. COLEMAN 
Vice President and General Manager, HOMER EADS 


Agents wanted everywhere in the State of Texas, for Accident, Plateglass, 
Burglary and Bonding Lines 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


POLICIES 


or THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ase’t Rec 
RELIABLE AND ENERGETIC AGENTS WANTED 


LA GLASS 
Pp RSONAL APCiBent 
AND HEALT 














THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 


CH ICA GO Resident Manager 
55 JOHN STREET 











F. W. LAWSON New York 
General Manager 
a d Elmer A. Lord & Co. 
Liability, A . =, Pigg 145 Milk St., Boston 
Burglary, Boiler and Resident Managers 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 
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INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 
we. ee MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 





CAPITAL - $4,000,000 LOSSES PAID SINCE 
ASSETS - $16,953,773 ORGANIZATION 
LIABILITIES - $8,649,873 $154,461,000. 


NET - SURPLUS $4,000,000. 
SURPLUS TO POLICY HOLDERS $8,303,900. 


EUGENE L. ELLISON President 


BENJAMIN RUSH, Vice-President T. HOWARD WRIGHT, Sec’y and Treas, 


JOHN O. PLATT, 2nd Vice-President SHELDON CATLIN, Ass’t. Secretary 





FIREMEN’S INSURANCE CO. 
NEWARK, N. J. 


Statement January 1, 1912 





Capital Stock..... Seale hew au aie ea OSE $1,000,000 
Reinsurance Reserve................ 2,305,914 
All other Liabilities................. 261,030 
See MS. ok. oi bcs aliens 2,808,680 
WORM MUMINS.. oii "$6,375,624 


DANIEL H. DUNHAM, President 
CHARLES COLYER, Vice-President 
A. H. HASSINGER, Secretary 


H 
Office Building JOHN KAY, Treasurer 








eC a ee ee a ee ee ee ee ee ee ee ee ee ee ee ee ee ee 





ACCIDENT - - - LIABILITY (all lines) - - HEALTH 
BURGLARY (all lines) - - - - - - - - PLATE GLASS 
AUTOMOBILE PROPERTY DAMAGE - COLLISION 
PHYSICIAN’S LIABILITY AND DEFENSE - - - - -- 
INDUSTRIAL ACCIDENT AND HEALTH 


Prudential Cisualt/ Company 


HOME OFFICE, INDIANAPOLIS 


Capital Stock fully paid up - $600,000.00 


Gross Assets - - - - - 817,022.09 
Surplus to Policy Holders - 729,957.21 
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TALK TO “COL. BILL DAVIS” 


MANAGER OF AGENCIES 


INDEPENDENT LIFE 
INSURANCE COMPANY 
NASHVILLE, TENN. 


ABOUT OPPORTUNITIES 


FOR 


“LIVE WIRE” GENERAL AGENTS 
TENNESSEE, KENTUCKY and ALABAMA 
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Liability Accident 


Fidelity and Disability 


Surety Bonds Plate Glass 





Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty. ® Company 
of America 


HOME OFFICE. NEW YORK 








Great Southern Accident & Fidelity Co. 


HOME OFFICE, ATLANTA, GEORGIA 


Writes Accident, Health, Liability, Burglary 
and Bonds of all Kinds. 





Capital fully paid in - - $250,000 
Assets over - - - - ~ 300,000 
The Company -is now Managed by well known experienced men 
F. S. ETHERIDGE, J. G. CLOUD, 
President General Manager 














VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


—FoR— 


LIFE INSURANCE AGENTS 
“REBATING VOIDS THE POLICY” 


** Rebater and Assured Liable to Fine and Imprisonment ”’ 
$2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAVING” 


Price $5.00 per 1,000; $3.00 per 5000 
(With Imprint on Lots of 5,000 or over) 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“A STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $1.50 per 100; $1.00 for 50 


“COUNTER PROPOSITIONS ” 


Insurance for Property and Life 
Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 





The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 
we are agents. 

Samples of any or all of the above sent upon receipt of 25c. 
postage. 

Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City . 
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